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Agency Officers Asked To Help 


Intra-industry dissension over group 
insurance, variable annuities, the pro- 
posed new mortal- 
ity table, the grad- 
ing of premiums 
by size, multiple- 
line selling, mini- 
mum deposit plans, 
twisting, proselyt- 
ing, and_ federal 
taxation of life 
companies is large- 
ly a matter of 
faulty communica- 
tions, President 
Richard B. Evans 
of Colonial Life 
indicated in his ad- 
dress at the fellowship luncheon during 
the LIAMA combination companies 
meeting in New York City. 


Mr. Evans praised the communica- 
tions system maintained through the 
facilities and activities of LIAMA, 
especially the meetings and seminars 
of agency officers of various segments 
of the business, which provide the 
opportunities for complete interchange 
of experiences and opinions. 


“Agency officers have opportunities 
to communicate directly to the top 
echelon and policy-forming officers as 
well as to their field organizations 
down to the agents,” he said. “There 
can be no more effective force working 
in behalf of the program of re- 
establishing solidarity than the agency 
| officers of all our companies. The 
| agents are looking to you, and your 
| fellow officers are also, for direction 
|in steering the course through this 
| dilemma toward re-establishment of 





Richard B. Evans 





Renew Inter-Company Harmony 


better relationships between the com- 
panies.” 

This is so, said Mr. Evans because 
of the problems that face the business. 
Federal taxation is yet to be resolved, 
though it should be soon. Then there 
is “the apparent tug-of-war” between 
the federal and state systems of regu- 
lation. Sen O’Mahoney, who heads the 
insurance investigation of the Senate 
anti-monopoly subcommittee, “has evi- 
denced considerable interest in various 
aspects of the operations of the life 
insurance business,” even though he is 
presently preoccupied with other 
phases of the business. 


Social Security Threat In ’60 


Perhaps not this year but certainly 
next—when there will be an important 
national election—there will be very 
serious threats of expanded social 
security, particularly in the area of 
health and hospitalization coverages. 
The Forand bill and perhaps others 
“could prove a great threat to our 
business, as well as to private non- 
profit voluntary hospitals and the 
medical profession. 

However, above everything else is 
the need to close ranks in the fight 
against further inflation. 

“This campaign urgently needs act- 
ive support of all our forces from agent 
to president,” he said. “We can effect- 
ively do the job in fighting these 
threats to our great business if we can 
bring back together all the companies 
in the business and demonstrate soli- 
darity again as we have so many times 
in past years—and we must. You, as 
the agency officers of your companies, 

(CONTINUED ON PAGE 28) 





‘Southern Round 


Table Has Best 
Turnout At Atlanta 


By GEORGE E. WOHLGEMUTH 


ATLANTA, GA.—Today’s “triple 
challenge” in communications, “to in- 
form, to interpret, and to motivate,” 
was the theme of the 30th annual 
meeting of Southern Round Table of 
Life Advertisers Assn. here. The meet- 
Ing was the best attended in SRT 
history with close to 100 present. 
With an expanding economy and a 
"sing population, there are no bounds 
for life insurance growth in the next 
10 years, Andrew H. Thomson, CLU, 
vice-president of New York Life, as- 
serted in taking a stimulating look into 
the future—“The Shape of Things To 
Come.” He further admonished life 
msurance men not to forget to “keep 
selling” and remember that “what be- 
tomes of me, depends on me mostly.” 

Agents will be better trained and 
nore alert to changing needs, will 
celve more secretarial help, do more 
XTsonal advertising, have greater 
tame identification, and sell more 
‘usiness insurance, he stated. One 
hing he fears is that the agent will 
wt open enough new accounts, getting 





more and more business from fewer 
and fewer contacts. 

Government, like nature, abhors a 
vacuum, and is likely to step into the 
vacuum thus created. 

The editor producing field publica- 
tions has the responsibility for building 

(CONTINUED ON PAGE 35) 


Coakley Nominated N.E. Area Managers 


To Go On MDRT 
Executive Committee 


Robert S. Albritton, agent of Provi- 
dent Mutual Life at Los Angeles and 
vice-chairman of the 1959 Million Dol- 
lar Round Table, has been nominated 





R. S. Albritton Daniel H. Coakley 


for chairman of the 1960 Round Table, 
according to William D. Davidson, as- 
sociate manager of Equitable Society 
at Chicago, chairman of the nominat- 
ing committee and immediate past 
chairman of the Round Table. 

Mr. Albritton has been nominated to 
succeed Adon N. Smith II, Northwest- 
ern Mutual, Charlotte, N. C., who will 
continue on the executive committee 
when the new administration takes 
over on Oct. 31. 


D. H. Coakley Added 


Special interest always centers on 
the new man added to the executive 
committee each year, because in the 
normal progression he becomes chair- 
man three years later. For the 1960 
Round Table Daniel H. Coakley, agent 
of New York Life at Boston, has been 
nominated. 

James B. Irvine Jr., general agent 
of National Life of Vermont at Chat- 
tanooga, who is serving his second 
term on the executive committee, has 
been nominated for vice-chairman. 

Lester A. Rosen, agent of Union 
Central Life at Memphis, now serving 
his first term on the committee, is 

(CONTINUED ON PAGE 88) 


Briefed On Bigger 
Challenges Ahead 


Record Attendance Marks 
Annual Swampscott Rally; 
Stagg Elected President 


By ROBERT B. MITCHELL 


Setting a new attendance record of 
some 260, the New England area man- 
agement con- 
ference at Swamp- 
scott, Mass., of- 
fered a wealth of 
specific man- 
agement pointers 
plus keynote and 
closing speak- 
ers who provided 
the inspiration to 
heed and put to 
use the ideas pre- 
sented by the en- 
tire group of seven 
speakers. 

It was also the final such conference 
for the association’s veteran executive 
director, William C. Coogan, who will 
retire in the fall. He was presented a 
set of weather instruments on behalf 
of the association by Howard J. Stagg 
III, Connecticut General, Boston, who 
succeeded Walter K. R. Holm, Con- 
necticut Mutual, Providence, as presi- 
dent of New England General Agents 
& Managers Assn. 

The opening speaker, Frank B. 
Maher, vice-president in charge of 
John Hancock’s district agencies de- 
partment, emphasized the importance 
—both in management work and in 
life generally—of two attributes. 

The first of these he called “a com- 
mitment to excellence,” a determina- 
tion to be satisfied with nothing but 
the best. 

The second quality stressed by Mr. 
Maher was a commitment to leader- 

(CONTINUED ON NEXT PAGE) 





Howard J. Stagg II! 





Concentration Of Life 
Business Noted By Sen. 


O’Mahoney At Hearing 

WASHINGTON—Comment by Sen. 
O’Mahoney on the growing concen- 
tration of life insurance in a smaller 
number of companies was the only di- 
rect reference to life insurance as the 
Senate anti-monopoly subcomittee 
hearings resumed Tuesday. 

Sen. O’Mahoney, who heads the in- 
surance phase of the investigation, re- 
marked that there have been unsound 
companies formed in some states. He 
said that whereas in 1906, 49 life com- 
panies had 95% of the total assets, 
more recent figures showed 44.1% in 
the four largest insurers and 63.7% in 
the 10 largest. 

A 30-page statement by Robert A. 
Bicks, acting assistant attorney-gen- 
eral in charge of the anti-trust division, 
referred to the Travelers Health case, 
involving mail order insurance, as 
still needing to be resolved by the U.S. 
Supreme Court. 





Officers elected by Assn. of Advanced Life Underwriters at the annual meet- 
ing at Washington: from left, John O. Todd, Northwestern Mutual Life, Chicago, 
vice-president; Merril P. Arden, Connecticut Mutual Life, New York City, presi- 
dent (reelected); William J. Robinson II, unaffiliated, Wilmington, Del., trea- 
surer, and William T. Fleming, Phoenix Mutual Life, Philadelphia, secretary. 
Unable to be present at the meeting was D. Allan Yambert, New York Life, San 
Francisco, who was elected vice-president. 
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ship by good example. 

Mr. Maher’s talk reflected the same 
spirit evidenced in the widely ac- 
claimed talk that he made last fall as 
president of LIAMA at the LIAMA 
fellowship luncheon during the an- 
nual meeting in Chicago. It was equal- 
ly well received at Swampscott. 

In much the same vein was the talk 
of President Charles J. Zimmerman 
of Connecticut Mutual, the closing 
speaker. Speaking on freedom of 
choice and the necessity for making 
the right choices, he expressed the 
hope that “each of you will take as 
his first choice the responsibility of 
doing a better job of whatever you 
are trying to do.” 

Quoting from a French fantasy 
about a man who tracked down a 
stranger only to find that the quarry 
was pursuer as the latter would be 15 
years later. Mr. Zimmerman said that 
everyone who lives long enough is 
going to meet himself 15 years hence. 

“Tf that man is going to be someone 
you can like and respect, you’ve got 
to do something about it today,” Mr. 





OFFICERS ELECTED 

President—Howard J. Stagg III, 
Connecticut General Life, Boston. 

Vice-president—Lario J. Balboni, 
Metropolitan Life, Boston. 

Secretary—Walter L. Loper, Pruden- 
tial, Springfield, Mass. 

Treasurer—William R. Robertson, 
Massachusetts Mutual, Boston. 

Directors—one year, C. Carlton Cof- 
fin, Connecticut Mutual, Rutland, Vt.; 
three years, Walter Parmalee, John 
Hancock, Portland, Me., and Creeley S. 
Buchanan, Phoenix Mutual, Man- 
chester, N. H. 





Zimmerman emphasized. “Most of the 
things that govern what you'll be 15 
years hence are little things, but if 
each of us will try to do our best to 
do something that is worthy of us— 
if we do that—then I think we will 
meet the challenge. 


Needs Well Selected Agents 


Dealing specifically with the choices 
involved in buying life insurance, Mr. 
Zimmerman observed that unless the 
great majority of persons act on their 
responsibility to make right choices, 
then freedom fails and the freedom 
of choice is eliminated. Life insurance 
men have the task of persuading 
people that exercising the right choice 
in connection with life insurance is a 
tremendously important undertaking. 
It calls for agents who are well 
selected, well trained and well com- 
pensated, because of the economic, 
political and social importance of life 
insurance. 

“Life insurance is a measure of the 
character of the people,” he said. It 
is the measure of love and self- 
sacrifice.” 

Mr. Zimmerman contrasted the inn- 
er gratification of having done the 
protection job through individual life 
insurance with the lack of such feel- 
ing when protection is achieved 
through social security, in which there 
is no choice, or through group insur- 
ance, in which choice is very limited. 


Sees Danger To Group 


In the latter connection, he warned 
that “desirable uses of group insur- 
ance may. be destroyed by the un- 
’ desirable uses to which it is being 
put.” 

Mr. Zimmerman mentioned the 
need for home offices to keep their 

(CONTINUED ON PAGE 35) 
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Program Set For LAA 
Western Round Table 


The program has been completed 
for the Western Round Table of Life 


Insurance Advertisers Assn. at the 
Ambassador Hotel in Los Angeles, 
May 24-26. Speakers will include 


Donald F. Barnes, vice-president of 
Institute of Life Insurance; Edwin P. 
Leader, president of LAA and adver- 
tising manager of Bankers Life of 
Iowa, and Carroll West, president of 
the Public Relations Society of Ameri- 
ca. 

The program, which has as chair- 
man Frank T. Culp of West Coast 
Life, is in three sessions. H. Dixon 
Trueblood, vice-president in charge 
of public relations and advertising of 
Occidental of California, will be chair- 
man of the advertising session; Marvin 
H. Winchester, advertising assistant 
of Pacific Fidelity Life will preside 
over the sales promotion session, and 
the public relations and publicity ses- 
sion will have two chairmen—Larry 
Aasen, public relations representative 
of York Life, and Francis M. Small, 
manager of advertising and publicity 
of Pacific Mutual. 


Equitable Blooms Brighten 


New York's Fifth Avenue 


NEW YORK—Thousands of tulips in 
cast-concrete planter tubs are brighten- 
ing Fifth Avenue from 34th to 59th 
Streets because Equitable Society is 
celebrating its centennial year. 

The plantings were made possible by 
Equitable’s gift of $25,000, covering 
plantings for spring, summer and fall. 

The project is part of the second 
annual “salute to spring” of the city’s 
department of commerce and public 
events. 

The Karduna agency of Postal Life 
in Brooklyn has moved to larger, air- 
conditioned offices in the same build- 
ing, 16 Court Street. 


Policy Developed To Protect Life | - 
Agent If Client Sues For Damages | 


An errors and omissions policy de- 
signed specifically for life agents and 
developed as a result of suits that have 
been brought against agents accused 
of giving poor advice in selling bank- 
loan or minimum-deposit plans was 
unveiled at the first annual convention 
of Assn. of Advanced Life Underwrit- 
ers, held at Washington. 

The policy was developed by the 
association’s officers and its legal 
counsel and executive directors, Coop- 
er & Silverstein of Washington, in 
collaboration with Interstate Fire & 
Casualty of Chicago, which will issue 
the policy. 

Following is the text of the policy: 


It is agreed and made a part of this 
policy that: 

1. Whereas the individual, firm or 
corporation named in the schedule 
herein (hereinafter called “the in- 
sured” which expression shall include 
any partner thereof, if the insured is 
a firm, and any executive officer or 
director thereof, if the insured is a 
corporation) have made a written pro- 
posal a signed copy of which is at- 
tached hereto, bearing the date stated 
in said schedule and containing partic- 
ulars and statements which it is here- 
by agreed are the basis of this contract 
and are to be considered as incorpor- 
ated herein and have paid the premium 
stated in said schedule. 

2. Now therefore this insurance, 
subject to the terms and conditions 
hereof, indemnifies the insured against 
any claim or claims for breach of duty 
as life insurance brokers and/or life 
insurance agents, which may be made 
against them during the period stated 
in said schedule by reason of any 
negligent act, error or omission, when- 
ever or wherever committed or alleged 
to have been committed, on the part of 
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the insured or any person who has 
been, is now, or may hereafter during 
the subsistence of this insurance be 
employed by the insured, in the cop. 
duct of any business conducted by oy 
on behalf of the insured in thej 
capacity as life insurance broker 
and/or life insurance agents. 


Deductible Spelled Out 


Provided always that the company 
shall not be liable for any claim go, 
claims unless the amount of claim 
exceeds the amount stated in saiq 
schedule as the deductible, which 
stated amount shall be deducted from 
each claim and borne by the insureg 
at their own risk and the company 
shall only be liable for loss in excess 
of such stated amount. 

Conditions: A. The liability of the 
company hereunder shall not exceed 
in the aggregate for all claims under 
this insurance in any one policy year 
(which shall be understood to mean a 
period of one calendar year commenc- 
ing each year on the day and hou 
named in the said schedule) the sum 
stated in the said schedule, except that 
(subject to the provisions hereof) the 
company will, in addition, pay any costs 
and expenses incurred in the defense 
of any claim. 

B. The insured shall not admit lia- 
bility for or settle any claim or incur 
any costs or expenses in connection 
therewith without the written consent 
of the company, who shall be entitled 
at any time to take over and conduct 
in the name of the insured the defense 
of any claim. 

Nevertheless, the insured shall not 
be required to contest any legal pro- 
ceedings unless a lawyer (to be mutu- 
ally agreed upon by the insured and 

(CONTINUED ON PAGE 27%) 





Congressman Urges Insurance Men 
Lead Drive Against Overtaxing Thritt 


WASHINGTON—Declaring that the 
life insurance income tax bill should 
serve as a stern warning to all sav- 
ings institutions, Rep. Hastings Keith 
of Massachusetts, called on the life in- 
surance industry to enlist banks, 
credit unions, and other savings insti- 
tutions into a nationwide program to 
resist unsound taxation of thrift. 

Rep. Keith spoke at the May meeting 
of District of Columbia Life Under- 
writers Assn. He warned that the 
lesson of the life company tax bill is 
that legislation that jeopardizes one 
form of savings raises a threat to 
every form of savings. He suggested 
holding in Washington a “national 
conference on thrift” to be attended 
by life insurance leaders, bankers, 
and others representing thrift institu- 
tions. 

Former Insurance Man 

Mr. Keith, a former life insurance 
man, told the agents that unreasonable 
taxation threatens to destroy the in- 
dividual’s incentive to save. One solu- 
tion, he said, would be to elect federal 
office-holders “who will serve the 
highest interests of the total economy, 
no just one special interest or an- 
other.” He called on all insurance 
people to recruit all savings institu- 
tions into his proposed program to 
encourage sound taxation in general 


and “to forestall and eventually de- 
feat the maneuvers of those intent on 
taxing the saver and subsidizing he 
spender.” 

“Act now, without delay, to enlist 
the support and cooperation of all 
savings institutions in a continuing 
struggle to safeguard one of our most 
cherished possessions—the individu- 
al’s right to save,’ Mr. Keith urged. 
“The sooner our thrift institutions 
recognize their strong kinship of in- 
terests and responsibilities, the sooner 
we shall be able to halt wayward tax- 
ation and to restore confidence and 
integrity in our economic structure. 


Stage Has Been Set 


“You are salesmen. You know that 
in many instances you are not success- 
ful in your first, second or third at- 
tempt to ‘close.’ The stage has been 
set by institutional advertising. The 
public is eager to follow your leader- 
ship. Accept your opportunities and 
responsibilities to lead the fight to 
resist and reverse this inflationary 
spiral.” 


Shenandoah Life’s ordinary sales for 
the first quarter gained 33% and in- 
surance in force during the same per- 
iod increased 84%. 





New Oklahoma 
Handbook Published 


A new Underwriters Handbook of 
Oklahoma has just been published 
by the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Okla- 
homa handbook may be obtained 
from the National Underwriter Co. 
at 420 East Fourth Street, Cincin- 
nati 2, Ohio. Price $12.50 each. 











Bishop Collects On Three Policies 

Bishop Herbert Welch, 96, senior 
bishop of the Methodist Church in 
America, has collected the face value 
of three life policies he had held with 
Mutual of New York for the past 50 
years. Bishop Welch received settle- 
ment checks from Mutual President 
Louis W. Dawson following a luncheon 
at the home office. The bishop, who 
lives in New York City, said that Mu- 
tual had written him off “as good as 
dead,” adding, “But I am really an 
unashamed optimist.” 


Louis W. Dawson, president of Mu- 
tual of New York, was master of cere- 
monies at a dinner at the Park-Shera- 
ton Hotel, New York, in honor of 540 
home office employes who have been 
with the company 25 years or more. 
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State Farm agents’ wives are invited to our conventions, too 


And for a good reason: this agent’s wife is his secretary, 
chief telephone operator and Girl Friday. She richly 
deserves recognition for the role she performs. 

So—she comes with her husband to celebrate another 
State Farm milestone: the achievement of $1,250,000,000 
of Ordinary life insurance in force—without reinsurance, 
brokerage, merger or employer’s group—in less than 30 
years ...a record matched by no other company. 

She and her agent husband have had a big hand in this 
achievement. Here’s why. As a State Farm Career Agent, 
he provides complete life, auto and fire protection. And 


because State Farm is the world’s largest automobile in- 
surance company, his auto clients are a rich source of 
rospects for his life and fire lines. What’s more, the State 
Poss Career Agent is his own boss—a truly independent 
businessman whose bookkeeping and billing are handled 
by his Regional Head Office. And since he represents only 
State Farm, he benefits fully from his company’s inten- 
sive national advertising and promotional programs. 
Thus, the State Farm Agent finds a handsome livelihood 
in being a “family insurance man.” And his helpful wife 
shares it with him. 


STATE FARM 


INSURANCE 


State Farm Life Insurance Company 


Companion company of State Farm Mutual Automobile Insurance Company, State Farm Fire and Casualty Company. Home Offices: Bloomington, Illinois 





The policy problems of the future 
and the personal equipment which the 
underwriter must 
have to solve them 
were discussed for 
the benefit of some 
300 who attended 
the annual meeting 
of Home Office 
Life Underwrit- 
Life Underwriters 
Assn. at Chicago. 
Earl M. MacRae, 
vice-president of 
New York Life, 
was elected presi- 
dent, succeeding 
Wray M. Bell, London Life. 

Other officers elected are William 
E. Walsh, Equitable Society, and Ar- 
thur Faulkner, Massachusetts Mutual, 
vice-presidents; John S. Wyper, Con- 
necticut General, secretary; Barton S. 
Pauley, Prudential, treasurer, and Will- 
iam H. Greenwood, Jr., Provident Mu- 
tual Life, editor. 

Elected to the council for two-year 
terms are William A. Keltie, Great- 
West Life; Gaylord L. Paine, Connecti- 
cut Mutual; Morris Pitler, Mutual of 
New York; and Russell L. Wagner, Na- 
tional Life & Accident. 

Although an underwriter works on 
the inside of the company, he must 
maintain good communications, in and 
out, in order to make decisions, Mr. 
Bell said in his presidential address 
Monday. He emphasized the extent to 
which underwriters depend on agents, 
examiners, inspection companies and 
attending physicians for information. 

“We have many times heard it said 
that more underwriting is done before 
the business reaches head office than 
after. Let us keep our lines of com- 
munication open with the field,” he 





Earl M. MacRae 


HieNATIONAL UNDERWRITER 


HOLUA Elects MacRae President; 
300 Attend Annual At Chicago 


advised. “We shall accomplish this 
only if we continually try to explain 
what we are doing—by letters, trips to 
the branch offices, and by encouraging 
agents and managers to visit the un- 
derwriting department.” 

Walter O. Menge, president Lincoln 
National Life, who followed Mr. Wray, 
said underwriters in the future.,will 
be required to have a better under- 
standing of the business. “The under- 
writer cannot afford to know a great 
deal about very little nor very little 
about a great deal. He needs a horizon 
broad enough to understand and com- 
prehend the world in which we life,” 
he averred. 

Mr. Menge said life companies have 
been “extremely fruitful” in producing 
new ideas in recent years, and listed 
those having an appreciable effect on 
the home office underwriter as: 

1. Lower premium rates for larger 
policies, leading to a decrease per 
thousand of cost of insurance and the 
expense allowance provided for servic- 
ing and maintaining policies in force. 

2. The “minimum deposit” approach, 
whereby the insured borrows the full 
loan value of the policy each year as 
it becomes available. 

3. Group underwriting of the indivi- 
dual risks comprising a group to which 
individual ordinary policies are to be 
issued. 

Suggestions for underwriting small 
ordinary and debit policies were of- 
fered by Alton P. Morton, 2nd vice- 
president and associate actuary of 
Prudential. He described his sugges- 
tions as “rock-bottom or basic needs 
if we are to continue to do a proper 
underwriting job at a proper level of 
costs.” 

Mr. Morton recommended: 


(CONTINUED ON PAGE 34) 


Says Buyer's Lack Of 
Character Is At Root 
Of 50% Of Lapse Woes 


NEW YORK—Half of an agent’s 
future conservation difficulties can be 
attributed to lack of character on the 
part of the buyer, Frank DeYoung, 
superintendent of agencies of Colonial 
Life, told the LIAMA combination 
companies conference held here. 

Conservation is not a thing that can 
be set apart but rather is an integral 
part of the whole insurance operation, 
he said. At Colonial, the conservation 
director works hand in hand with all 
other department managers, because 
“everything has an effect on conserva- 
tion.” 

The first job is to convince the 
agent that conservation not only pays 
off in money but also in job satisfac- 
tion. In Colonial, all contests incor- 
porate some persistency factor, thus 
giving “ego recognition” to conserva- 
tion. : 

“Who you sell’ is the first thing the 
agent must keep in mind, a quality 
prospect being defined as “an indivi- 
dual who has a need, who can pass, 
who can pay, who is approachable and 
willing to buy from him, and who has 
character.” 

“How you sell is emphasized, cover- 
ing everything from the approach to 
the close, by training and drill to help 
improve selling effectiveness. 

“How you service” is treated as an 
all-inclusive activity that starts with 
delivery and placement of the policy. 
Colonial closely adheres to the LIAMA 
philosophy that good policy delivery is 
an absolute necessity for good conser- 
vation. 

“No company can hope to be any 
better than the quality of its field 
representatives,” said Mr. DeYoung. 
“No conservation program can hope to 
be any better than the training, drill 
and supervision administered by its 
management teams.” 





A new approach to your professional career 


Build your own agency on the strong foundation of 
Central Standard Life’s new career contract which offers: 





policy, plus... 


e Top first year commissions. 


e Company sponsored education. 


e Tested, proven direct mail aids. 


Renewals completely vested for 
the premium paying period of the 


e All new A & S program. 


e High value, low premium 
Life Plans. 


e Liberal underwriting. 


e Agent-Agency building 
philosophy. 


Substantial Override for General Agents— 


Build your own agency 


e Plan for your retirement 


Create an estate for your family 


















In Force: $357,405,424 
Assets: $107,284,880 
Surplus: $14,591,874 




















“The secret of success 18 (onstancy to Pur 


Our success has been achieved with our career men and women. 


ose 


Benjamin Disraeli 














See for yourself 
Write or wire today for 
your “new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 


CENTRAL STANDARD LIFE \ >>| 


Founded in 1905 « INSURANCE COMPANY 


211 'W. Wacker Drive 
Life « Accident « Sickness 


Chicago 6, Illinois 
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Ohio Agents Elect 
Loyer, Felicitate 
Bickley At Dayton 


By WILLIAM P. THOMAS 


Some 350 agents, the largest turnoy 
in recent years, attended the anny! 
convention of Ohio Assn. of Life Up. 
derwriters at Dayton where S. S. Loye, 
Bankers Life of Iowa, Columbus, wa 
elected president, succeeding W,. y 
Wray, John Hancock, Cincinnati. Ty 
new secretary is R. E. Holliday, Nor 
American Life, Marion, and the new) 
elected vice-presidents are Cal Grier 
Connecticut Mutual, Middletown; D.F 
Good, Prudential, Akron; G. J. Wel, 








man, Commonwealth Life, Lima; ¢, 4 
Campbell, Equitable, Society, Ashland 
and H. H. Haynes, Aetna Life, San 
dusky. 

Principal speakers were Dr. §, 
Huebner, president emeritus America 
College, Philadelphia, R. B. Procto 
agency superintendent Connecticy 
Mutual, New York, and Dr. J. S. Bick 
ley, professor of insurance at Ohio Stat 
University. Dr. Bickley was present 
a certificate of appreciation for hj 
many contributions to life insurance 
Instrumental in originating the Ohi 
Management Insurance Conference 3 
O. S. U., Dr. Bickley will leave soon fo 
University of Texas. 

Other speakers were W. J. Kinnally 
Milwaukee, P. McGary, St. Matthews 
Ky., J. C. Benson, Cincinnati, M. 0 
Culpepper, New York, D. F. Lau, De. 
troit, J. Peckinpaugh, Muncie, Dr. H.A 
Cochran Jr., Fort Wayne, and Super- 
intendent Stowell of Ohio. 


Next Few Months Will 
Tell The Story For A&S 
Insurance: Faulkner 


The events of the next few months 
will determine whether voluntan 
health insurers will continue to grow 
and expand their services at an ac4 
celerated rate or will be placed unde 
such handicap of government pre 
emption of the field as to withe 
away,” E. J. Faulkner, president 0 
Woodmen Accident & Life told 
LIAMA’s combination companies con 
ference in New York. 

Mr. Faulkner said that he did no 
feel he was overstating the case when 
“T tell you that in my judgement by 
Jan. 1, 1961, this nation will have 
cided whether our business can be: 
come at least twice as useful as it i: 
now or whether the government wil 
supplant voluntary private enterprisq 
in the financing of health care costs.’ 

Citing the two proposals whic 
would inject the federal governmen 
into the health insurance picture— 
the Forand bill and the Murray-Din; 
gell bill—Mr. Faulkner said that he 
felt these bills would not be received 
favorably by this session of Congress 
but he considered it significant that 
organized labor ranks their enactment 
high on the list of its objectives for 
the very near future. 
















“One cannot be oblivious to the ; 


implications of the ‘creep-mouse’ of 


‘step-at-a-time’ manner in which th. 


advocates of social benefit programs 
are accomplishing their objectives, 
Mr. Faulkner warned. 


J. H. Dowling has joined Howard ‘ 
Nyhart Co., consulting actuaries ° 
Indianapolis. He will supervise insr| 
ance activities. Mr. Dowling has bee 
with Towers, Perrin, Forster & Crosby 


dential at the head office. 
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Chicago Group Insurance Assn. held 
a panel discussion at the May meeting 
on the problem of continuing group 
insurance for retired employes. 

Alan A. Groth, vice-president and 
actuary of Arthur Stedrey Hansen, 
consulting actuaries, Lake Bluff, II1., 
serving aS moderator, expressed the 
general feeling of the panel that 
something must be done about this 
problem and very soon, since another 
election will be coming up in about 
18 months and the government is apt 
to step in at this time with legislation 
of one kind or another. 

Mr. Groth told the group men that 
in their work of selling group life they 





» Ashland 
Life, San 


have already formed the concept that 
the employer is responsible for taking 
care of his employes other than just 
payment of wages. “When you accept 
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Chicago Group Men Hold Panel Session 
On Continuing Cover For Retired Employes 


oldsters, but this proved too expensive. 
Still another plan would be to have 
some method of coupling the after 
retirement group insurance in with 
the pension plan in the form of a 
paid-up policy. Here the problem aris- 


es about a ceiling. Still another meth- 
od of funding, he said, might be to 
use dividends to buy paid-up insur- 
ance for retired employes. 


Lincoln C. Cocheu, assistant vice- 
president and group department act- 
uary, Continental Assurance, said that 
prefunding of hospitalization plans for 
retired employes is a real sore spot. 
The employer wants to know what 
kind of obligation per month he is 
bargaining for, since increasing de- 
mands might be made, but there is 
no definite answer that can be given. 


Mr. Cocheu’s company has a single 
premium lifetime individual policy. He 
said this would seem to be at least a 
partial answer and that conversions 
are not the answer, since claims build 





S 


up year in and year out until the 
insurer finally refuses to renew. Con- 
tinuing the after-65 cover under the 
existing group contract would also re- 
sult adversely. In the long run the 
average employer of any real size will 
be for all practical purposes self-in- 
suring, since his costs will go up as 
the claims rise. Also the pressure will 
increase to raise the level of benefits 
for retiring employes as those are in- 
creased for active employes, he de- 
clared. 

Mr. Cocheu noted that while there 

(CONTINUED ON PAGE 26) 



















ye s. this concept it is nota very big step 
Pee to feel when a person leaves a job he 
Bis should also be taken care of,” Mr. 
ry Groth said. He queried the group men 
shi m4 as to whether they provide any vehicle 
10 Stat where such employes could set money 
sa aside to take care of hospitalization 
# Post after retirement. 
the Ohid Insurance Industry Ready? 
erence a] The federal government through the 
© 5008 ie Department of Health Education and 
Kinnall Welfare has been asked to develop a 
A He ‘] plan to take care of this situation, 
a wo he said. “We are all excited, but the 
| “2 L ; M question is, is the insurance industry cil 
»| ready to step in so the government ‘ any in his terti- 
Dr. H. Al doesn’t have to?” sng Agent (who 1s the comp tly and with- 
id Super- : ii Managing ; the spot promp 
Robert Meyers, attorney and insur- nce, like its to pay claims on t is fully aware o 
ance manager of Fairbanks, Morse & an Health Insura a rogression tory) a y informe agen ents to the 
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; , ee expec : iness. 
AéS what his rp and eo been doing in program. pa pesoctuagic as elsewhere, We growth of his bus: ete agent we are seek- 
the matter of hospitalization for the encies— < one. the kin American 
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ed undey sive them the privilege of converting 90 years of sound, spe ith a home town busin there's 2 will pina th 
ent prej their insurance without physical “te pest to do business W? alth Agent you must “where pooklets, “The Ame am.” A 
o withey examination on retirement. And here like ake American Hea integrity and Write for our matic Progression Progr — 
sident of lies a problem, he said, in that a num- “~-— pill—with enthusiasm, Story” and Auto ple career is available Write 
ife told ber of cancellations by their insurers fill that é sound, secure, profita for here is a WAY: 
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Foresees Heavy Competition Between 
Non-Can And Commercial A&S Policies 


The first challenge the A&S busi- 
ness will have to face in the decade 
ahead is the competition between 
non-cancellable and commercial pol- 
icies. This is the prediction Gerald S. 
Parker, secretary of A&S of Guardian 
Life, gave the Eastern Round Table 
of Life Insurance Advertisers Assn. at 
New York, in his roundup of forecasts, 


“The Next 10 Years in A&H Insur- 
ance,” an abridgment of which fol- 
lows: 


I think it’s inevitable that the non- 
cancellable idea will grow. Especially 
in the hospital and medical care field, 
cancellations cannot long remain an 
important factor. If they aren’t an im- 


portant factor, the premium differen- 
tial between a good non-cancellable 
policy and a good commercial or 
optionally renewable policy becomes 
relatively small. There’s quite an in- 
centive to a company to swing to the 
non-can approach. The salesman de- 
mands it. Public opinion urges it. The 
modern development of non-cancelia- 
ble policies, subject to the company’s 
right to change premium rates by 
class, will aid and abet the trend. 
However, I think it’s unlikely that 
the commercial type policies will be 
frozen out, at least during the next 





A case for 


JE TNA LIFE’S 


ESTATE ANALYSIS 
PLANNING SERVICE 








Here’s a name in your files . . . well-to-do, pop- 
ular. He’s semi-retired . 
are active sports enthusiasts. Over the years he 
has bought insurance from you . . 
various amounts. He’s devoted his efforts to 
building an estate for his daughter and family. 


But he’s given no thought to the conservation and 
distribution of this estate. He’s a perfect pros- 
pect for ‘Etna Life’s Estate Analysis Planning 
Service. A nearby A=tna Life General Agency 
has Estate Analysis experts ready to help gen- 
eral insurance men develop and sell these sub- 


stantial cases. 


. . he and his daughter 


Why not check your files: for men like this today? 


Service to General Insurance Men 


“Compass” is a monthly A&tna Life service pub- 
lication written especially for general insurance 
men and brokers. It points out unusual opportu- 
nities for building commissions and for cementing 
relationships with your clients and their attorneys 
and accountants. To receive your copy regularly 

* ~write: “Compass”, 4itna Life Insurance Company, 
Hartford 15, Conn. 28 


ETNA LIFE 


INSURANCE COMPANY 


Affiliates: ATNA CASUALTY AND SURETY COMPANY © STANDARD FIRE INSURANCE COMPANY © Hartford, Connecticut 


. all forms, 
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10 years. I do think that the practice 
of refusing renewal on account of de. 
terioration of health is going to disap. 
pear completely. In New York State 
beginning on July 1 it will be limiteg 
by law for hospital and surgical pol. 
icies after they have been in forge 
two years. The resolutions adopted by 
the Health Insurance Assn. of America 
last December have made it a nation- 
wide goal for voluntary achievement. 
The same principle will be voluntarily 
applied to the loss of income lines. 

The question is often asked as to 
what the prospects are in the several 
states for the enactment of statutes 
prohibiting refusal of renewal. I think 
it’s quite possible and perhaps even 
probable that some states will enact 
such statutes, probably along the lines 
of the New York law, though I hope 
more practical in execution. However, 
the pressure for such enactments will 
drop very markedly as the complaints 
from cancellations cease, and they are 
certainly going to diminish rapidly as 
more and more companies voluntarily 
drop the practice of refusing renewals 
for deterioration in health. 


Commercial Policy To Remain Strong 


The commercial type of policy will 
remain a strong contender, because it 
will still be available at a generally 
lower premium level than the guar- 
anteed renewable policy. This will be 
more true in the loss of income field 
than in hospital and surgical care 
field, but the principle of kicking out 
the dishonest continues to be general- 
ly valid in both fields. 

And this is why I believe that both 
non-can and commercial are going to 
remain important. Non-can because it 
will continue to get a larger share of 
the market, and because it will have 
influenced the writing of commercial 
insurance to resemble non-can under- 
writing. Commercial because it will 
retain a substantial share of the mar- 
ket and will also earn for itself a new 
respect. 

During the past eight years, a new 
type of non-cancellable insurance— 
on which the premiums can _ oe 


changed on a class basis—has made | 


tremendous strides in the fields of hos- 
pital, 


years, some companies have begun to 
use this principle on loss of time in- 
surance, too. What will the next ten 
vears hold for the two appraoches? 


An Established And Sound Approach 


It seems to me that in the field of 
income insurance, fixed premium non- 
can will continue to make steady pro- 
gress. It is an established and sound 
approach which has earned the con- 
fidence of the insuring public and the 
insurance industry. 

As the pressure on cancellation and 
non-renewal grows, it seems likely 
that more and more companies now 
writing cancellable lines will begin 
to experiment with non-cancellable 
loss of time coverages with premiums 
subject to change by class. I believe 
that this type of coverage will show 
a very substantial growth. I doubt, 
though, that it will affect the market 
for fixed premium non-can to any 
measurable extent. 

In the field of hospital and medical 
care insurance, I think the future of 
the fixed premium approach is eX- 
tremely limited. The quality and cost 
of medical care is so volatile, the 
methods of medical care are chang- 
ing so rapidly, that it’s extremely dif- 
ficult to define a fixed hazard for 
which a fixed premium can safely be 
charged. 

I would expect that guaranteed re- 

(CONTINUED ON PAGE 30) 


surgical and medical care in- | 
surance. During the past three or four | 
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ome Like many dedicated educators, I felt need for a successful career as 
— supplementary income for myself and my family during teacher and coach, and for 
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al care appeal, plus other distinct advantages. Most important, Remington High School. 
cing out I could build a profitable business, yet maintain a 
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Continuing Need For HIA National Ad 
Campaign Voiced By H. Clay Johnson 


Although H. Clay Johnson, chair- 
man of HIA’s public relations com- 
mittee, at the an- 
nual meeting in 
Phiiadeiphia,  re- 
ported that HIA 
has enjoyed a good 
year in terms of 
improvement of its 
public relations 
program, he em- 
phasized the con- 
tinually increasing 
need for an asso- 
ciation - sponsored 
national advertis- 
ing campaign. 

Mr. Johnson, who is executive vice- 
president and_ general counsel of 
Royal-Globe, said that despite progress 
in the public relations aspect of bring- 
ing HIA’s message to the American 
people, much will have to be done in 
the future if A&S insurance is to 
continue as a major contributor to 
financing medical care costs. 

“One area which remains in abey- 





H. Clay Johnson 


ance is the proposed voluntary sub- 
scription advertising program which 
would be financed entirely by volun- 
tary subscription pledges. The public 
relations committee determined that 
the program should be resubmitted to 
the membership and that the program 
should be re-evaluated also, in the 
light of changing conditions, and that 
different approaches which might pos- 
sibly gain wider support should be 
considered.” 

Mr. Johnson spoke on the second 
afternoon of the annual meeting, the 
session given over to a discussion of 
activities of Health Insurance Insti- 
tute. He said that the HIA directors’ 
adoption of the public relations com- 
mittee report was recognition of the 
fact that there is a continuing need 
for the national advertising campaign. 


NALU Membership Gains 2,500 
Local associations of National Assn. 
of Life Underwriters have reported a 
total of 62,659 members as of April 15, 
a gain of 2,500 over the same period in 


1957 and 73.4% of the national associa- 
tion’s 1959 quota of 85,000 members. 
Leading state in the membership drive 
is Louisiana, with 50 more members 
than its 1958 total and 95.6% of its 
1959 quota. 


Chicagoan Heads GAs 
Of National Of Vt. 


H. F. Johnson of Chicago was elected 
president of National Life of Vermont’s 
general agents association at its annual 
meeting at Nassau. He succeeds Arthur 
L. Beck of Buffalo. 

Philip F. Hodes of New York City 
was elected vice-president and Joseph 
R. Blum of Omaha, secretary. 

In addition to Messrs. Johnson, Beck, 
Hodes and Blum, the association’s new 
executive committee includes Howard 
M. Goodwin of Bangor, Me., Lloyd O. 
Swanson of Minneapolis, and Harold 
T. Dillon of Atlanta. 

The president’s trophy for the best 
all-’round ageney went to William J. 
Cooper of Louisville. Plaques for agen- 
cies ranking in second, third, and 
fourth places were presented, respec- 
tively, to Mr. Johnson, Mr. Dillon and 
Tom MeNiel of Dallas. 
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Here’s just one of the reasons why 


its fieldmen. 
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Insurance 


LNL Group insurance has sales appeal 
for client and agent alike: The simpli- 
fied administrative procedures are 
packaged in a kit that is streamlined, 
indexed, and visual. 

Lincoln National’s simplified Group 
insurance is another reason for our 


proud claim that LNL is geared to help 
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Fort Wayne, Indiana 
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Indianapolis GAs 
Hear Pre-Contract 
Training Merits 


Pre-contract training is one of the 
most promising selection tools in many 
years, William Clark, superintendent 
of agencies Massachusetts Mutual, tolq 
members of General Agents & Man. 
agers Assn. of Indianapolis at their 
April meeting. “In our company, we 
feel that the device is just in its jn. 
fancy and that it will develop greatly 
in the future,” he reported. 

Mr. Clark listed “the things we think 
we have learned to date” about pre. 
contract training: 

“1, We are realistic. We don’t say 
no man should be brought into the 
business without it. Cases arise where 
it is impossible to wait long enough 
for a prospective recruit to cover a 
good pre-contract course. 

“2. You must sell pre-contract train- 
ing in the first recruiting interview, 
If you wait until later, the man will 
think you are suggesting it because 
you are not sure of him, and he will 
be repelled. 

“3. The most effective pre-contract 
training is the classroom type. How- 
ever, this type is not practical in many 
cases. Uusually it will have to be done 
man by man. 

“4. The length of time for a pre- 
contract course varies widely. Our 
company-recommended plan covers six 
weeks. 

“5. A pre-contract training plan 
should include the need for life insur- 
ance, the company and the agency, 
prospecting, policy contracts, and 
learning one sales talk. 


Book Training Not Enough 


“Sales training is more important 
than book training,” he continued. 
“Book training indicates only whether 
or not a man is a student. Only sales 
training will determine whether he is 
a salesman or not.” 

He also reported on three different 
plans of pre-contract training being 
used successfully by three different 
Massachusetts Mutual agencies. 

The first program is class room type 
training. Classes meet from two to 
2% hours a night, twice a week. The 
general agent using the plan does not 
do much pre-selection. If a man is will- 
ing to enter the course, he takes him 
on. Classes run eight to 10 men, and 
an average of about three survive each. 
Of the last 30 men hired by this agency, 
15 have had the training and 15 have 
not. One has been lost from each 
group. However, those who went into 
pre-contract training were less care- 
fully pre-selected than those who did 
not take it. 


Individual Basis Used 


Mr. Clark cited the White agency at 
Buffalo as the user of the second type 
of pre-contract training. This agency 
sells the training early in the inter- 
view and conducts it on an individual 
basis for every recruit. Emphasis is on 
sales training rather than book work. 

Toward the end of the pre-contract 
training period, the man goes out on 
five calls with an agent, not a super- 
visor or the general agent. He observes 
on these calls. Completing them, he 
makes five calls on prospects of his 
own, accompanied by the experienced 
man on a split-commission basis. Of 
13 men hired after such training, the 
White agency still has 12. a 

The third agency uses the training 
only on men it feels it should not hire. 
Only one in five survives, but 100% 
of the survivors are still with it. 
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350 New York Area Agents Show 
Up At Mutual Fund Sales Seminar 


By WILLIAM MACFARLANE 


NEW 
ducted 


ning Corp., 
fund and life insurance sales organiza- 
tion, some 350 life agents showed up 
to hear Robert Greer, manager of the 
estate planning division of Keystone 


Custodian Funds, Inc. of Boston, dis- 


TE ae cuss the use of trusts with mutual 
YORK—At a seminar con- funds as compared with life insurance 
here by Mutual Fund Plan- cottlement options. 


a combination 


mutual So great was the interest created 
by the seminar that New York City 
Life Managers Assn. had nsked and 
received permission to make a tape 
recording of what was said both from 


the dais and from the floor during 
a question and answer period. Another 
indication was some of the answers 
agents wrote on a questionnaire sup- 
plied by Mutual Fund Planning Corp., 
which asked whether or not they were 
interested enough to hear more about 
combining mutual funds with their 
life insurance sales operation. 

The question of whether or not a 
life agent should sell mutual funds in 


conjunction with insurance is one 
wich has aroused intense feeling in 
the life business. On the one hand, 


there are those who beleive that for 





2 
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Brokers Are = 
Talking About =) 





— because it’s the easiest way to sell life insurance! 


Yes, brokers are talking about Great-West Life’s 
“Design for Tomorrow” . . 
changes in premiums, policies and dividends! 


HERE ARE A FEW THINGS THEY ARE 
TALKING ABOUT: 


1 A TRUE Quantity Discount—The premium 
per $1,000 decreases as the amount increases. 


Bs 


Cx * 
* : 


for [01 


5 


attractive .. 


. a series of important 


mum still $1,000. 


creased to 3.40%, 


THREE SPECIAL PouicieEs for business and taxa- 


tion fields. 


® Preferred Whole Life Par (minimum $10,000, 


ages 0-70). 


® Special Whole Life Non-Par (minimum 


$10,000, ages 15-70). 


@ Maximum Security Par (minimum $10,000, 
ages 15-70; special dividend option on mini- 
mum of $25,000). High, early cash values! 

Rates on all three reduced even further by Quantity 

Discount factor. 


3 ReEpucepD RaTEs FoR WomMEN—Preferential 


rates on two special 


cash value and dividends as paid to men! 


TERM Rates further 
Discount. 


And in addition ... 


plans. 


® Low-cost Home Security Policy. 


® Home Security Riders to combine with any 
permanent plan—10, 15, 20,25 years. 


® Autopay—A real sales clincher—monthly prem- 
ijums are automatically deducted from regular 
bank account—the greater savings are passed 
along in a reduced premium. 


par plans—same high 


life insurance. 
improved by Quantity 


For full details write or call us today! 


THE 


Great-Wesr Lire 


ASSURANCE COMPANY 


MEAD OFFICE - WINMIPEG, CANADA 








STREAMLINED EstTaTE BUILDER — Great-West’s 
popular Juvenile plan has been made even more 
. in addition, a special option for 
girls makes the policy Two-Plans-in-One—mini- 


INCREASED DivipENpDS—For the fourth time in 
five years your Great-West participating policy- 
holders benefit in this vital area... 
rate on dividend accumulations has been in- 


© Completely new series of Retirement Income 


“Design for Tomorrow”—The modern way to sel} 





and interest 


=] 
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@ life agent to sell mutual fund ; raise, 
the question of whether an agent ; 
doing a good job while wearing ty, 
hats at the same time. On the othe 
hand, there are those like D. Fishe 
Leys, president of Mutual Fund Play. 
ning Corp., who say that mutual fung 
sales represent a kind of wave of th 
future in estate planning. 

Mr. Leys says that since mutual 
funds are gaining in popularity, jp 
some cases to the exclusion of ade. 
quate life coverage for the client, the, 
it is the life agent’s responsibility 
see that a better job is done of com. 
bining purchases of both forms of jp. 
vestment in their correct proportions 


Not Arguing The Merits 


During the seminar, Mr. Leys re. 
marked, “We are not here today ty 
argue the merits of life insurance ys 
mutual funds or the pros and cons or 
comparisons of one as against the oth. 
er. However, we would be glad to 
discuss this subject with any of yoy 
at a later date, individually, or iy 
groups.” It was then when Mr. Leys 
drew his audience’s attention to the 
distributed questionnaire. 

Mr. Leys supplied a tabulation of his 
figures on the questionnaire to Tr 
NATIONAL UNDERWRITER. 

Of the 336 agents attending with 
tickets, plus those who attended with- 
out tickets, 208 took the trouble to 
answer at least part of the question- 
naire. Of these 208, 201 answered yes 
to the question, “Has this lecture in- 
creased your interest in using mutual 
funds as an additional tool in estate 
planning?” Only seven, according to 
Mr. Leys, answered in the negative. 

On question 2, “Would you be inter- 
ested in attending a lecture on the 
use of equities in pension and profit- 
sharing plans? 177 said that they 
would, 21 said that they would not, 
and five gave no answer at all. 


Selling Mutual Funds 


Question 3, however, got to the crux 
of the issue. Again using Mr. Leys’ 
tabulations, 158, or slightly less than 
half of those at the seminar, answered 
yes to the query, “Are you intersted 
in talking to us further on the subject 
of how mutual funds may be added to 
your present services to your clients? 
Fifteen said that they would not be 
interested in pursuing the matter fur- 
ther and 35 gave no answer. 

The final question was broken up 
into four parts—‘Would you be in- 
terested in attending any of the fol- 
lowing sessions selected from the Mu- 
tual Fund Planning training course for 
our associates? (1) Reasons why the 
insurance agent needs mutual fund 
representation as part of his service to 
his clients—review of major reference 
books and/or services supporting inte- 
gration of mutual funds with life in- 
surance—and discussion of the combi- 
nation life insurance and mutual fund 
presentation. (2) Mutual funds—types, 
classes—explanations and uses there- 
of. (3) The balanced insurance-in- 
vestment program presentation and 
dollar cost averaging. (4) The ‘how’ in 
buying mutual funds: The outright di- 
rect purchase—the voluntary accumu- 
lation programs and the contractual 
plan.” 

According to Mr. Leys, 157 New 
York agents answered this question 
by checking off at least one of the four 
subjects. Those saying they had no 
interest whatsover in any of the four 
subjects numbered 44. Seven left the 
answers blank. 

The most popular subject seemed to 
be No. 1 of question 4, with No. 3 and 
No. 2 close to it, in that order. Several 
agents checked all four parts of ques- 
tion four. 
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- We believe that a company grows only as its people grow. 
Moreover, we believe that the truth of this statement is 
revealed in our own continuous progress — especially the 
dramatic growth in recent years which has resulted almost 
entirely from an increasing number of successful Union 
Central underwriters. 































Specifically, we can point to the amazing record compiled 
by the men and women of the Charles B. Knight Agency 
which represents The Union Central in New York City. 

In the world’s most competitive market, this agency has 

grown from two employees and $10,000,000 of insurance 

in force to a position which ranks it ahead of 90 per cent 
of all life companies operating in the United States. 

Just look at recent figures: $350,000,000 of Ordinary and 

$200,000,000 of Group business on the books. 

How did it happen? People made it happen. This agency 
has grown because it has provided growth opportunities 
: which enable the individual to succeed to the full extent 
of his own ability and determination. 

How high can a man grow? If you want a goal to shoot at, 
C. B. Knight president Charles N. Barton, CLU, claims. 


“Our men are 10 feet tall.” 


Union Central president John A. Lloyd and Mrs. Lloyd, and board chairman 
W. Howard Cox and Mrs. Cox, appear with members of the Charles B. Knight 
Agency, and their wives, who attended the Company’s recent $500,000 Club 
convention, Americana Hotel, Miami Beach, Florida. This group was the largest 
to represent a single agency. Eleven of the individuals also qualified for the 
distinguished President’s Club convention, which limits its membership to those 
agents who sell one million dollars or more of Union Central life insurance a year. 





— ar ome 





"Seen 
—__--=+ THE UNION CENTRAL LIFE INSURANCE COMPANY . Cincinnati 


Security for the American Family since 1867 





12 


Associates Life, 
Disability Income 
Plan Merger 


Merger of Associates Life and Disa- 
bility Income, both of Indianapolis, has 
been approved by directors of both 
companies and will be put to a stock- 
holder vote at a special meeting to be 
held June 4. 

Disability Income is a non-can A&S 
writer operating on a brokerage basis. 
Formed 10 years ago, it has a number 


HieNATIONAL UNDERWRITER 


of Indiana insurance men among its 
stockholders. Oren Pritchard, general 
agent Union Central Life., served as 
chairman for a number of years prior 
to his election to the presidency of Na- 
tional Assn. of Life Underwriters, and 
most recently Henry J. Peirce, Massa- 
chusetts Mutual, Indianapolis, has been 
serving as president. 

It is understood that the merger will 
be effected by an exchange of stock 
backed by an offer from Indianapolis 
Bond & Share to buy any Associates 
stock disability income stockholders 
want to sell. The merged company will 


retain the name Associates Life, and 
that company will assume all liabilities 
of Disability Income. 

Richard A. Calkins, founder of Disa- 
bility Income and its president until 
recent months, will manage an Indian- 
apolis brokerage office for Associates 
new non-can line. 


No Official Announcement 


Although no official announcement 
of any kind has been made, it is also 
rumored that the merger will effect 
settlement of a $100,000 libel suit 
filed by Mr. Calkins against Mr. Peirce. 








One is the symbol of the CHARTERED LIFE UNDERWRITER and marks the 
professional in the career of life underwriting . . . the other has been associated 
with one of America's leading companies which has provided quality life insur- 
ance protection since 1851. Both symbols mean high standards of life insurance. 


PHOENIX MUTUAL'S CHARTERED LIFE UNDERWRITERS 


GEORGE B. ANDREWS, C.L.U. 
New York Downtown 

NORMA W. BARD, C.L.U. 
Los Angeles 

GEORGE BARONIAN, C.L.U. 
Off. Mgr., New York Lincoln 

ELLISON F. BECKWITH, C.L.U. 
Boston 

BESSIE S. BENNETT, C.L.U. 
Tulsa 

CARLETON E. BLAKE, C.L.U. 
Arlington 

B. S. BLANTON, JR., C.L.U. 
Charlotte 

LEE G. BODWELL, C.L.U. 
Maine 

EDWARD BRANCATI, C.L.U. 
New York Lincoln 

C. $. BUCHANAN, C.L.U. 
Mgr., New Hampshire 

R. S. CARPENTER, C.L.U. 
Hartford 


WALTER R. CAVANAUGH, C.L.U. 


Detroit 

JOHN H. CLYNE, C.L.U. 
Mgr., Albany 

JACOB F. COLLAR, C.L.U. 
Mgr., Tulsa 

F. B. COOPER, JR., C.L.U. 
Chicago LaSalle 

MICHAEL P. COYLE, C.L.U. 
New York Uptown 

ARTHUR H. DAUMAN, C.L.U. 
New York Lincoln 

J. HOWARD DAVIES, C.L.U. 
Rochester 

RICHARD L. EMERSON, C.L.U. 

ston 

CHARLES E. ERNEST, C.L.U. 
New York Central 

D. ALLEN FISHER, C.L.U. 
Albany 

H. NORMAN FITTER, C.L.U. 
Detroit 


PHOENIX MUTUAL 


INSURANCE COMPANY 








HENRY P. FOUST, C.L.U. 
Charlotte 

FRANK L. GULINO, C.L.U. 
Buffalo 

GORDON K. HARPER, C.L.U. 
Mgr., Philadelphia 

EDWIN C. HEGE, C.L.U. 
Washington 

ELLWOOD N. HENNESSY, C.L.U. 
Worcester 

FRED B. HICKS, C.L.U. 
Oklahoma City 

LOUIS C. HURD, C.L.U. 
Mgr., Washington 

GEORGE H. JENNINGS, C.L.U. 
Mgr., Interstate 

L. EDWARD F. KELLY, C.L.U. 
Mgr., Pittsburgh 

FRANK KELSEY, C.L.U. 
Lovisville 

ARTHUR L. MILLER, C.L.U. 
Pittsburgh 

FRANCIS P. MULKY, C.L.U. 
Oklahoma City 

MARK C. MULLER, C.L.U. 
New York Uptown 

CHARLES K. OAKS, C.L.U. 
Hartford 

LEONARD D. ORR, C.L.U. 
Grand Rapids 

MARTIN J. O'TOOLE, C.L.U. 
New York Lincoln 

RALPH E. PARTRIDGE, C.L.U. 
New Haven 

NORMAN ROBINSON, C.L.U. 
Providence 

SEARLE W. SAMUELSON, C.L.U. 
Chicago LaSalle 

CHARLES W. SAULSBERRY, C.L.U. 
Oklahoma City 

HERMANN SCHAAR, C.L.U. 
North Texas 

ROBERT K. SCHOTT, C.L.U. 
Mgr., Chicago LaSalle 


LIFE 
of Hartford, Connecticut 


HERE ARE TWO 
Symbols of Distinction 


FRANK P. SHELDON, C.L.U. 
Hartford 

SIMPSON E. SPENCER, C.L.U. 
Springfield 

JACK A. STEWART, C.L.U. 
Cleveland 

JOHN E. THORNTON, C.L.U. 
Tennessee 

ROBERT C. VAN VLECK, C.L.U. 
Oklahoma City 


JOSEPH J. WARREN, C.L.U. 
Mgr., New York Central 
MARK WHITE, C.L.U. 
New York Lincoln 
PHILIP K. WHITMAN, C.L.U. 
New York Uptown 
EDWARD C. WILKINS, C.L.U. 


Hartford 

JOHN G. WINTSCH, C.L.U. 
Syracuse 

R. EDWIN WOOD, C.L.U. 
San Francisco 

ALBERT J. WOODWARD, C.L.U. 
Brok. Mgr., Boston 


HOME OFFICE 
FREDERICK J. CONNOR, C.L.U. 


Area Superintendent 
RODERICK M. CROCKET, C.L.U. 
Asst. Mgr., Gr. Ins. Svce. 

WILLIAM A. HUNT, C.L.U. 
Area Superintendent 
WILLIAM B. LAUDER, JR., C.L.U. 
Asst. Mgr., Sales Training 
ROBERT M. MAC GREGOR, C.L.U. 
Mgr. of Publications 
CLIFFORD L. MORSE, C.L.U. 
Agency Vice President 
THOMAS S. MORSE, C.L.U. 
Manager and C Itant 
ALVIN H. POLLEY, JR., C.L.U. 


Area Superintendent 
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Sees Added Federg] 
Control Of Pension 
And Welfare Plans 


The extent of federal governmen 
control in the area of welfare an 
pension plans depends on industry jt. 
self, Victor A. Lutnicki, vice-presidey; 
of John Hancock, declared in an ad 
dress at the spring insurance conf. 
ence of American Management Aggy 
at New York. 

In an analysis of the controversia) 
federal welfare and pension plan djs. 
closure act, Mr. Lutnicki said he feare 
the expansion of the Labor Depart. 
ment’s authority over pension plans jf 
there were not greater compliance 
with the filing requirement. He saiq 
that further federal control will de. 
pend entirely on whether _ industry 
choses to make the law work. The act 
requires that employers engaged in 
interstate commerce and related areas 
if their plans cover more than 25 en- 
ployes, publish and file a description 
of such plan and an annual report, 

Because the act has unique features, 
particularly from the _ standpoint o 
government surveillance and enforce- 
ment, it is inevitable that Congr 
will attempt to strengthen it throug 
future amendments, Mr. _ Lutnick 
stated. The previous inclination o 
leaders in Congress to make the law 
more authoritative may find substan 
tial backing in light of the evidence 
that a number of plan administrators 
have not made timely filings. 

While conceding the need for greater 
enforcement in the filing of plans by 
their administrators, he is convinced 
that the law is effective and workablg 
in its present form, although he doubts 
whether it can be preserved. 





Gives Reasons 


He based his opinion on the assump- 
tion that once an amendatory bill 
reaches congressional consideration 
an exaggeration of the number of mis- 
creants will be presented to warrant 
further legislation. A great display 
will be made of one or two plan filings 
that have made unjustified use of the 
law’s latitude to conceal fraud and 
abuse. These few inevitable miscreants 
will provide “proof” that thousands of 
plan administrators must be subject 
to a degree of governmental admini-+ 
stration comparable to that applied tq 
security markets and dealers by the 
Security and Exchange Commission 
and presently to be found in many fed- 
eral laws in the labor relations field. 

In response to further action by the 
federal government, one of two intelli- 
gent courses can be followed, Mr. 
Lutnicki advised. The law can be left 
essentially in its present form and the 
necessary policing power may b@ 
vested in the states in order to curb 
the offending minority. If the federal 
government must assume powers of 
enforcement, then the scope of this 
law and its application to plans not 
subject to abuse should be reduced s0 
that the ax falls only where the cul- 
prits are found. 

Although he agreed that it may be 
advisable to make certain amendments 
enforcing the filing of D-1 forms under 
the disclosure act, Mr. Lutnicki em- 
phasized that the D-2 forms be dealt 
with more leniently. He hopes that 
labor department administrators will]. 
ask that the annual reporting require- 
ments be lessened where it appears 
that the particular plan involved is not 
in the area subject to abuse, and tat 
they will be persuaded to include all 
level-of-benefit plans in this area. 
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N. J. Trust Council 
Stages Debate On 
Variable Annuities 


Metropolitan Life and Prudential to- 
gether sold only 1,122 fixed-dollar an- 
auities in the past two years. If people 
are not going to take advantage of 
this form of investment in the Amer- 
ican economic system, it can only 
mean that they are going to be left 
high and dry at retirement, which, in 
turn, can only lead to an extension of 
social security and other forms of 
state-controlled insurance. Variable 
annuities are the answer to this threat 
of the government taking over the 
future security of the American people. 

If the life insurance companies who 
are promoting the selling of variable 
annuities have the courage of their 
convictions about this type of insur- 
ance being a safe, “sure thing” for 
investors, then why don’t they provide 
annuitants with a guaranteed floor on 
their annuity funds and a limitless 
ceiling? 

These arguments are a few of the 
pros and cons offered in the after- 
dinner debate on variable annuities at 
the Northern New Jersey Trust Coun- 
cil at the Robert Treat Hotel, Newark. 

Taking the affirmative stand was 
Richard J. Congleton, general attorney 
of Prudential, and on the negative side 
was Donald A. Odell, insurance rela- 
tions assistant of Metropolitan, sub- 
stituting for Milton A. Ellis, 3rd vice- 
president, insurance relations, also of 
Metropolitan, who was unable to at- 
tend. 

Because the audience was made up 
of a large number of representatives 
of the law, banking and accounting 
fields, as well as members of the in- 
surance business, both speakers spent 
more time in their initial statements 
outlining many of the basic arguments 
for and against variable annuities than 
they might have had their audience 
been exclusively insurance men. In 
their rebuttals and in the question 
and answer period that followed the 
debate, however, both departed from 
the prepared material. 


Courage Of Their Convictions? 


It was during the rebuttal perod, 
for example, that Mr. Odell asked his 
question about pro-variable annuity 
companies having the courage of their 
convictions about the safety of this 
form of investment. Mr. Congleton 
pointed out that were a floor of risks 
placed on the variable annuity pay- 
ments to the annuitant, liquidity of 
variable annuity funds would be seri- 
ously restricted and thus a solution 
to the inflationary problem which vari- 
able annuities are designed to over- 
come would be negated. 

In his prepared speech, Mr. Odell 
said, “The proponents of variable an- 
nuities have said that there is no peri- 
od during the past 77 years or so, as- 
suming a pay-in of 15 years and a 
pay-out period of the same _ length, 
when the holder of a variable annuity 
would have failed to receive more, in 
total, than he would have reecived 
under a fixed-dollar annuity. I’ve seen 
on several occasions the charts which 
have been prepared to graphically il- 
lustrate this statement. They certainly 
seem impressive at first glance. But 
let's look at this proposition a little 
more closely.” 

(In his portion of the debate, Mr. 
Congleton used charts similar to those 
described by Mr. Odell.) 

Mr. Odell continued, “To begin with, 


here is nothing in any of the variable 
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Home Life Leading 
Producers Meet At 
Hollywood Beach 


Nearly 150 leading agents, wives 
and officers attended Home Life of 
New York’s qualified field underwrit- 
ers conference at the Hollywood Beach 
(Fla.) Hotel. 

Among the Home Life officers at 
the meeting were William P. Worth- 
ington, president; John E. Crane, fi- 
nancial vice-president, and John H. 
Evans, vice-president, sales, and con- 
ference chairman. Ralph G. Engels- 
man, co-editor of Probe, was speaker. 

Mr. Worthington presented a client- 
building program and _ stressed the 
need to bring up to date the public’s 
image of the life agent. Only too often, 
he said, the resistance met by even 
the most competent agent stems from 
the widespread stereotype of the agent 
as a high pressure salesman. This mis- 
taken image, largely inherited from 
earlier selling practices, works against 
the public’s own interests, because it 
can lead to families having only a 
small fraction of the insurance protec- 
tion they need. 


Prefer Low Pressure 


“The majority of people today,” he 
said, “prefer to be handled in a low 
pressure manner and resent having 
someone trying to make their deci- 
sions for them.” 

On the other hand, he warned, the 
low pressure agent must avoid the 
pitfall of becoming merely a service 
representative. Low pressure selling, 
Mr. Worthington added, is the highest 
type of salesmanship, not the absence 
of salesmanship. 

The investment values inherent in 
permanent life contracts were dis- 
cussed by Mr. Crane, who directs 
Home Life’s investment and financial 
operations. In his talk, he examined 
some of the fallacies of the buy term 
and invest the difference theory, es- 
pecially in the light of current market 
conditions and of the past perform- 
ance of equity investments. He also 
seriously questioned the _ infallibility 
of stock purchases as a hedge against 
continuous inflation. 

Sales problems created by the cur- 
rent concern over the threat of con- 
tinuing inflation were analyzed by 
Mr. Evans. He also set forth Home 
Life’s policy on the sale of mutual 
shares by life agents, saying, “Home 
Life’s position is simply this: If any 
field underwriter holds a contract to 
sell mutual fund shares, he will either 
have to surrender it or submit his 
resignation.” 

A letter to this effect has also been 
sent to all Home Life agencies, al- 
though only one or two _ instances 
where this prohibition might apply 
have been reported. 

Mr. Engelsman argued forcefully for 
cash value insurance bought out of 
income and against some of the “fads 
and gimmicks” that, in the long run, 
hurt both the client and the industry. 
Mr. Engelsman also dealt with the 
pros and cons of other forms of invest- 
ment, concluding that “Life insurance 
has proved itself to be the most effec- 
tive method ever devised for accumu- 
lating money.” 





annuity legislation that I have seen, 
including the bills currently pending 
here in New Jersey, which would re- 
quire a minimum pay-in period of 15 
years.” 
Mr. Congleton answered that as of 
(CONTINUED ON PAGE 33) 
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on the bandwagon with our 
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Realistic rates . . . hard-hitting sales aids. 
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With this equipment you compete and win! 

OUTSTANDING AGENCY CONTRACT! 


Ask any NAAIC* representative. 

PLUS top commissions and level A&H renewals . . . no branch offices 
to compete with you. . . bonus incentives. Join the March to NAAIC* 
... write S. R. Rauwolf, Vice President, Dept. 16. 
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A Stock Company + Licensed to operate in 48 states and the District of Columbia 
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Employers Life Holds 
Orientation Meeting 
For Agency Heads 


Employers Life, an affiliate of the 
Employers group of fire and casualty 
companies, held its first orientation 
conference for life managers and gen- 
eral agents at the home office. On hand 
were agency heads from New Orleans, 
Boston, Los Angeles, El Paso and Port- 
land, Me. 

Frank J. Carey, U. S. general man- 


H2NATIONAL UNDERWRITER 


in his keynote address, reviewed the 
organization of the new life company. 

“By providing our independent 
agents throughout the country with 
a competitive and liberal portfolio, 
and through the appointment of life 
managers and general agents nation- 
wide, we feel that Employers group 
will strengthen its competitive position 
to an appreciable degree. The offering 
of complete multiple line facilities 
marks a significant step in meeting 
the present day needs of the insuring 
public,” he said. 


vice-president, led the workshop ses- 
sions, which were devoted to sales 
promotion, agent recruiting and train- 
ing, and a discussion of production ob- 
jectives. 

A guaranteed renewable major med- 
ical expense policy was introduced 
during the conference. 


Salinger Addresses N. Y. Women 
NEW YORK—Benjamin D. Salinger, 
general agent of Mutual Benefit Life 
in New York City, addressed the May 
meeting of League of Life Insurance 


ager and attorney for Employers group, Robert E. Aker, 


Employers Life Women. He spoke on prospecting. 





The Time is 


NOW! 





The past dozen years have seen more 
changes in the life insurance industry than the 
preceding hundred years. The next dozen years 
are likely to be even more exciting . . . and 
profitable . . . for the professionally-minded 
life insurance counselor. 


The inevitable boom in the 60’s. Higher 
income levels. New tax and estate problems. 
New Social Security applications. Rapidly ex- 
panding Group Insurance and Pension Plans. 
Use of Mutual Funds in estate planning. An- 
nuities. Personal and family finance. Knowl- 
edge of these and much more will build your 
client’s confidence in you. 


Rich rewards will go to the career under- 
writer who devotes time and talent now, pre- 


STAR OF 
THE NORTH 








The 
Minnesota 


Miutual Life 


Insurance Company 
VICTORY SQUARE « ST. PAUL, MINNESOTA 














paring himself to become a C.L.U. and render 
the brand of life insurance service more and 
more of today’s clients require and expect. 


No other industry surpasses life insurance 
in available professional training. Pinnacle of 
this training is the Chartered Life Underwriter 
program of the American College of Life Un- 
derwriters. Minnesota Mutual is pleased and 
proud to number many C.L.U.s among its field 
force and home office staff. We encourage 
others constantly to study and work for this 
honored designation. Talk it over with your 
Manager or General Agent, your local C.L.U. 
chapter, or a friend or colleague who is a 
C.L.U. 
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Says Prospect’s First 
Concern Is How To 
Get Best A&S Policy 


The potential client for health ip. 
surance wants to know, before any. 
thing else, how he can get the policy 
that is best for him, John W. Hazard. 
senior editor of Changing Times, the 
Kiplinger magazine, said at the an. 
nual meeting of HIA. Mr. Hazard 
pointed out that the consumer does not 
want to be told something simply be. 
cause he ought to know it. 

“About the insurance industry, he 
won’t pay money to be told how big 
it is, how good it is, how important it 
is. He will pay money to be told how 
to get the best policy for him for the 
least expense. That is something he 
wants to know about,” Mr. Hazard said. 

Partly because the consumer is not 
fully informed, he gets lulled into that 
beautiful feeling that he is getting 
something for nothing. Mr. Hazard not- 
ed that this was particularly dangerous 
in the health insurance field and 
warned that it could lead to continu- 
ing pressure for socialized coverage and 
socialized medicine. 


Not A Handout 


“People just naturally want to be- 
lieve that what comes from the federal 
government is pure gravy and not 
money right out of their own pockets,” 
he said. 

Mr. Hazard also outlined some of 
the specific things about health insur- 
ance which interest the consumer. 

“Is the policy going to take care of 
him in his old age? Who can actually 
buy the policy? Why won’t it cover 
everyone in his family? What are the 
conditions for getting it? What is not 
covered What are pre-existing con- 
ditions? What will the policy pay in 
case of a typical illness? Are the phras- 
es ‘up to’ and ‘as much as’ really 
descriptive of what the policyholder 
may expect? 


Keep It Simple And Brief 


“What are the advantages of major 
medical with a fairly high deductible 
as against hospital and surgical pol- 
icies? Why aren’t Blue Cross and Blue 
Shield adequate? Why do you need 
anything else? What words really 
mean that a policy can neither be can- 
celled nor the rate changed nor the 
company refuse to renew?” 

Mr. Hazard also said that another 
thing the reader wants is for his read- 
ing matter to be simple and brief. 

“This doesn’t mean,” he added, “that 
he wants to be coddled or to have the 
stuff oversimplified. What he wants 
is the same thing you would want if 
you went to buy shares of a mutual 
fund or an outboard motor. He wants 
the real low-down in the simplest and 
briefest terms.” 


Elect Devereaux To Helm 
Of Michigan A&H Assn. 


Lionel J. Devereaux, Great-West 
Life, Lansing, has been elected presi- 
dent of Michigan A&H Assn., succeed- 
ing Will Paull, Detroit Mutual. Ralph 
Roloff, Mutual Benefit H.&A., Grand 
Rapids, was named _ president-elect, 
and Mrs. Blanche Ritter, McKinnon- 
Moore agency, Flint, was reelected 
secretary-treasurer. 

Goebel Leaves Cardinal Life | 

S. H. Goebel, president of Cardinal 
Life of Louisville, has left that com- 
pany. It is understood his plans call for 
a departure to the west coast where 
he will represent a life company. Mr. 
Goebel is a former Kentucky insurance 
commissioner. 
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LIFE INSURANCE EDITION 


BEHIND 
THE NYLIC 
AGENT... 






A continuous 
training program 

to keep advancing 
his career! 








‘The day a person decides to join New York Life, his training begins. Through 
regular classes, homework and individual conferences, he covers all the specially 
written Nylic texts which constitute the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques . . . 
then goes on to single-need selling, merchandising insurance, selling through 
service, multiple-need and total-need selling, expanding markets, and marketing 
mass coverages. Part Two covers program selling through planned security. 
Part Three covers business insurance topics such as: reaching the businessman; 
solving sole proprietor, partnership, corporation and key man problems; 

estate conservation; selling the estate owner; and tax procedures and guides. 


Career conferences, advanced underwriting seminars, work shops and club meetings continue this 
training to keep increasing the agent’s know-how—and advancing his career. Also, the Nylic 
Agent who desires to enroll in C.L.U. study courses receives the full assistance of the Company. 


This continuous training, combined with his enthusiasm and ability, helps explain why the 
Nylic Agent is so successful—and why New York Life policies are so widely accepted. 


New York Life 


f 
| THE NEW YORK LIFE AGENT Insurance Sy tC Company 
i 





Thorough career 
training is 
another reason why... 





IN YOUR COMMUNITY BE 51 Madison Avenue, New York 10, N.Y. 
1S A GOOD MAN TO KNOW 
A MUTUAL COMPANY FOUNDED IN 1845 


i i Life Insurance « Group Insurance + Annuities 
! Accident & Sickness Insurance « Pension Plans 
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HteNATIONAL UNDERWRITER 


Williams Says Public Wants An Increasing 
Variety Of Information On Health Coverage 


James R. Williams, vice-president of better 
Health Insurance Institute, said the strengthened public 


sire “to know more 
about what health 
growing public de- 
insurance does and 


how it works” em- 
phasizes the con- 
tinuing responsi- 


bility of the busi- 
ness to make avail- 
able an increasing 
variety of infor- 
mation. 

Speaking at the 
annual meeting of 
Health Insurance 
Assn. of America at Philadelphia, Mr. 
Williams said that “by increasing our 
reporting of health insurance infor- 
mation we have a splendid opportunity 
to use the existing goodwill for even 
further public acceptance for our busi- 
ness.” 

In his report on institute activities, 
Mr. Williams said the long range ob- 
jective of the institute is to create a 





James R. Williams 


a 
in, 


of, and 
confidence 


understanding 


health insurance. 

“As our reports on health insurance 
have steadily increased in distribution 
to the news media of the country,” 
said Mr. Williams, ‘“‘more and more 
editors, writers and reporters have 
called on the institute for additional 
information or with specific questions 
in their research for stories that con- 
cern the financing of health care. 

“This awareness, in large measure, 
will increase as we are able to develop 
more information about the business 
and the basis for this information 
must be the facts on how the compa- 
nies are performing.” 

Mr. Williams declared that any 
shortcomings of health insurance can- 
not be shrugged off and that on oc- 
casion “we will come in for our share 
of unfavorable treatment.” 

“Because of its very nature and the 
high expectation the public holds for 
and expects from it,” said Mr. Wil- 
liams, “health insurance will be con- 
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Here is an all-new life insurance sales presentation 
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Field tested and proved successful for any type of 
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tinually in the public eye.” 

He reported that there has been a 
very marked increase in the number 
of articles dealing with health insur- 
ance. The tone of these articles and, 
in fact, the majority of all stories con- 
cerned with health insurance have 
been generally favorable, but he 
warned that the insurance business 
has a responsibility to see that criti- 
cism is reduced to a minimum by re- 
moving as nearly as possible any justi- 
fication for it. He said this could be 
accomplished by demonstrating that 
the health insurance business is re- 
sponsive to new and changing public 
needs. 

“Its vitality is its flexibility,” said 
Mr. Williams, “and that is the 
strength of the health insurance busi- 
ness. But it is not enough to change 
for the public good—we must be sure 
that the public knows we change and 
do so with the public interest in mind. 
By these actions—which we are fol- 
lowing today—the public can and will 
better understand our business, and 
in a favorable light.” 


Love's Business As Usual 


Is Being Issued Again 


“Business As Usual,” a 48-page book- 
let, covering business continuation 
plans, by Harold O. Love of Love, Sny- 
der & Lewis, Detroit attorneys, has 
been issued in a 1959 revised edition by 
Charles D. Spencer & Associates, 180 
West Adams Street, Chicago, at $1 a 
copy. 

In addition to separate explanations 
according to the type of organization, 
Mr. Love covers such problems as eval- 
uation of a business interest, methods 
of paying the purchase price, and types 
of agreements. He has documented the 
legal and tax points involved, suggests 
alternatives and then shows the best 
answer—to fund the plan by purchasing 
life insurance. 


David F. Chapin, manager of Equi- 
table Society’s activities and services 
division, will speak at the annual con- 
ference and exhibit of National Indus- 
trial Recreation Assn., May 24-27, at 
the Bellevue-Stratford Hotel, Phila- 
delphia. 








GOOD NEIGHBORS—In a gesture of 
good neighborliness to the American 
League, whose new headquarters are 
almost next door to the John Hancock 
home office, Byron K. Elliott, president 
of John Hancock, presents to Joe Cro- 
nin, president of the American League, 
the original painting, “Casey at the 
Bat,” which appeared in the insurance 
company’s Americanism  advertise- 
ments in 1949. 
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Presenting thousands of new premi- T’ 
um rates, income payable’ under } heac 
settlement options, dividend schedules, } Jr., 
cost summaries, actual dividend his. | kng! 
tories, surrender values, etc., together 1958 
with the policy eontract provisions of | siste 
212 life insurance companies, all in | icyh 
carefully compiled easy-to-use form | ness 
and with. 11- significant financial and Tl 
operating report figures for 326 com- | duct 
panies, the 1959 Little Gem Life Chart | Mar! 
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tional Underwriter Co. In 768 pages, Ot 
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tractive and effective manner. fiel ds 
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term, disability and double indemnity. | iod in 
Current cash value data, including 
values at the retirement ages of 55, Wal 
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issues. Dividend and cost data, includ- 
ing termination dividends and actual All | 
dividend histories of policies issued in | 00 lif 
1939 and 1949, are also provided for 4 | for the 
larger number of participating con- | times 
tracts. Special information such aS | compa) 
limits, non-medical, retentions, and | Jife in 
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Marks Agency Wins 
New England Life 
President's Trophy 


The Marks agency at New York, 
headed by General Agent David Marks 
Jr. has been named winner of New 
England Life’s president’s trophy for 
1958. The award was based on con- 
sistent performance and service to pol- 
icyholders and production of new busi- 

ess. 
"the Marks agency had total pro- 
duction of $38 million in 1958. Mr. 
Marks placed nearly $6.3 million dur- 
ing the year. 

Other production winners are: 

Division One, E. Clare Weber, Cleve- 
land, and Arthur W. Schmidt and 
Roger W. Schmidt, New York. 


Baldwin, Farrington Win 


Division Two, J. Hicks Baldwin, 
Washington, and George D. Farrington, 
Miami. 

Division Three, John Pittman, Bir- 
mingham, Ala., and J. Keith Williams, 
Sacramento. 

Division Four, William W. Clore, 
Phoenix, and William W. Whitesides, 
Salt Lake City. 

Division Five, Frederick E. Gould, 
Burlington, Vt., and Robert L. Yackels, 
Davenport, Ia. 


Equitable Society Donates 
$1 Million To National 


Academy Of Sciences 

Equitable Society has donated $1 mil- 
lion to the National Academy of Sci- 
ences for the construction of a new 
wing to the academy building in Wash- 
ington, D. C. The gift, of which $100,000 
is a contingency fund, will provide for 
the building of The Equitable Life 
Assurance Society Hall of the Life Sci- 
ences, in which will be housed the sci- 
entific activities of the academy and 
its National Research Council in the 
fields of biology and medicine. 

Issued and paid business of Sunset 
Life of Olympia in the first three 
months was 38% ahead of the same per- 
iod in 1958. 

Walter M. Grueser, Pomeroy, O., 
has been named Midand Mutual’s 
man of the month for all-round per- 
formance during March. 


All American L.&C. gained $5,700,- 
000 life in force in April. A&S business 
for the month was approximately three 
times that of April, 1956, the year the 
company entered the life business. The 
life in force goal for Aug. 1 is $100 
million. The in-force figure was $88,- 
570,000 April 30. 


LIFE INSURANCE EDITION 


’ David Marks Jr., 
left, general agent 
of New England 
Life at New York, 
receives from O. 
Kelley  Ander- 
son, president, the 
president’s trophy 
for over-all excel- 
lence. The Marks 
agency production 
of new business in 
1958 was $38 mil- 
lion, of which Mr. 
Marks placed al- 
most $6.3 million. 








Bell Discusses Canadian Government 
A&S Plans At Health Assn. Meeting 


As might be expected, uppermost in 
the minds of many HIA members 
attending the annual meeting in Phila- 
delphia was the continued threat of 
the federal government’s intrusion in- 
to the health insurance business. In 
his speech during the Wednesday ses- 
sion, W. Douglas Bell, former vice- 
president and general manager for 
Canada of Paul Revere Life, outlined 
the Canadian version of just this sort 
of intervention. Mr. Bell, who is now 
managing director of a new Canadian 
health insurance association in the 
process of being formed, gave the 
history of provincial government hos- 
pital plans, their status today, what 
can be expected from them in the 
future, and what the Canadian A&S 
business is deing to prevent their 
spreading. A digest of his remarks 
follows. 

In 1957, the last year for which 
official figures are available, there 
were 191 companies writing personal 
A&S insurance in Canada—both group 
and individual. Total premium income 
of these companies was approximately 
$162.5 million. About three-quarters 
of this total was group business and 
one-quarter individual. 

Of these companies, 65 were Cana- 
dian, 57 were British and 72 were 
classed as foreign—that is, something 
other than Canadian or British. The 
great bulk of the foreign group are, 
of course, American companies. 
Foreigners Wrote More Than Half 


Well over half of the business, some 
$93 million, was written by this for- 
eign group. The Canadian companies 
had $64.5 million and the 57 British 
companies had only $4.8 million of 
premium. The business of the British 
companies in Canada has always been 
predominantly fire and casualty. 

The life insurance companies doing 


business in Canada _ accounted 


$20 million—came from a USS. life 


company. There were only four com- 


panies reporting more than $10 million | 
of premium. Two of these were Cana- | 
dian life companies, one a US. life | 


company and the other a U.S. A&S 
company. 
Life Companies Dominate Group Field 


Generally speaking, the life com- | 


panies dominate the group field and 
account for 80% of the group business. 
On the other hand, the A&S and gener- 


al companies write approximately two- | 


thirds of the individual business. Only 
one Canadian life company, Great- 
West Life, is active in individual A&sS. 

Of these 191 companies doing a 
personal A&S business, there were 24 
companies with premiums over $1 
million, 33 with premiums ranging 
from $100,000 to $1 million and 134, 
mostly British companies, with premi- 
ums below $100,000. 

There is a wide divergence in the 
type of company in the health insur- 
ance business in Canada; a large num- 
ber of companies with nominal interest 
in A&S and representing a small 
percentage of the total volume; con- 
versely, a small group of companies 
account for a high percentage of the 
premium; and last, the present interest 
of U.S. companies exceeds that of the 
Canadian and British companies com- 
bined. 

Over the years, 
parties have frequently declared them- 
selves in favor of some form of govern- 
ment assistance in the financing of 
health services, and government health 
insurance is hardly a new development 
in Canada. Provincial municipal hospi- 
tal plans were first inaugurated locally 

(CONTINUED ON PAGE 29) 
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Sent to the showers because of MUTUAL FUNDS? 


It's regrettable that the economy has forced the public to think partially in terms of an 
equity investment and mutual funds when buying a retirement income program. We're 
most anxious to see the American dollar become stabilized. In the meantime, though, 
we are not pointing an accusing finger at the modern life insurance salesman that is 
selling mutual funds. In fact, we have proven over the years how it is possible for our 
salesmen to increase their life insurance sales (no term! no borrowing!) through the use 
of mutual funds. If mutual funds are, so to speak, sending you to the showers, write me 
immediately. 


Slandard Life Umnsurance Lz Om amy 





OF INDIANA 
INDIANAPOLIS 





LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona e@ Califor- 
nia @ Delaware @ Florida e Georgia @ Illinois @ Indiana @ Ken- 
tucky @ Maine e Maryland @ Massachusetts @ Michigan @ Mis- 
souri © New Hampshire ¢ New Mexico @ Ohio @ Pennsylvania 
Tennessee @ Utah @ Virginia e West Virginia e D. of C. e Hawaii 


A. 2.Med, Agency Vice-President 


for | 
about 70% of the total business. The | 
biggest single premium volume—over | 


all four political | 
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|The Insurance 


Agent’s 


BEST FRIEND 





the Million-Dollar Man: 


The DuKane Flip-Top presents 
sound-plus-pictures in a compact, 
lightweight, easy-to-use sales tool 
which saves valuable time... . gives 
the experienced and successful 
insurance agent a first-class assist in 
planning his calls and seeing more 
people in each working day. Agents 
are proud to carry and use the 
sturdy, attractively-styled Flip-Top! 


the Young Agent 
on his way: 


The intelligent use of audio-visual 
selling helps the younger agent 
reach top earnings brackets faster, 
and the DuKane Flip-Top is the 
ideal audio-visual sales aid for the 
insurance business. All in one unit, 
the Flip-Top sets up quickly and 
easily, doesn’t let the prospect’s 
attention wander while you’re 
fussing with cords, screens, and 
window-shades. Brilliant pictures, 
even in full sunlight, on self- 
contained screen, plus top 

voice fidelity. 





The Flip-Top is adaptable to your 
own custom-produced sound slide- 
film program, or to the stock films 
now available for insurance selling. 


DuKane 


CORPORATION 
St. Charles, Illinois 

DuKane Corporation, Dept. NU3, St. Charles, Ill. 

Please tell me more about the Flip-Top in insur- 

ance selling. I am especially interested in 

(0 Our own custom-produced sound slidefilms. 

(0 Information on Stock films for insurance selling. 


Name. 








Company. 
Address. 
| City & State 
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Set Rate Hearing On 
N. Y. City Blue Cross 


Superintendent Thacher has called 
a public hearing on the application for 
a rate increase by Associated Hospital 
Service of New York,—New York 
City’s Blue Cross. Changes proposed 
by the plan in its rates of payment to 
hospitals will also be considered at the 
hearing which will be held at 10 a.m. 
on May 21 at the New York County 
Lawyers Assn. building. 

Applications and data in support of 
the filing will be available for public 
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inspection at the New York office of 
the insurance department from 10 a.m. 
to 4 p.m. every working day until the 
hearing is concluded. 


Thacher Gives Reasons 


The hearings are being scheduled, 
Mr. Thacher said, to determine wheth- 
er there is need for interim relief 
before completion and analysis of the 
study of state non-profit hospital serv- 
ice and health plans by the Columbia 
University school of public health and 
administrative medicine. Findings will 
be reported in the fall. Should relief 


be warranted, postponement until 
these studies have been completed 


would risk serious danger to the mem- 


ber hospitals and the public, Mr. 


Thacher stated. 


To Hold Course At U. Of Cal. 

The annual life marketing institute 
conducted by Southern Methodist Uni- 
versity will be held Aug. 2-7 at the 
University of California campus at 
Berkeley. The institute is sponsored by 
SMU and Oakland-East Bay Life Un 
writers Assn. Intermediate and ad- 
vanced courses will be taught. 
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Brings the Benefit of Electronics 
to All Levels of Management 


Complete management control—that’s the inside story of 
RAMAC 305 performance at Rio Grande National Life, accord- 
ing to this statement by Turner B. Baxter, Vice-President: ‘‘The 
tremendous benefits of RAMAC are felt at all levels of our 
company management.” 


Major applications are general ledger, agents’ records, commis- 
sion accounts, and claims, mortality and morbidity statistics. 


Preparation of the general ledger is automatic. It eliminates the 
need to post journals and subsidiary ledgers. With RAMAC 
305 handling the general ledger electronically, Rio Grande 
executives enjoy better financial information and tighter con- 
trol over income and expenditures. 


For agents’ accounting, the RAMAC not only handles approxi- 
mately 30,000 records for the 650 field employees of the com- 
pany, but provides ample capacity for the projected expansion 
of the field force for the next three years. 





NEW IBM RAMAC’305 


at Rio Grande National Life 


With a look towards the future, Rio Grande management is 
investigating the important applications of policy issue and 
mortgage loans. 

Like all IBM Data Processing equipment, the IBM RAMAC 305 
may be purchased or leased. For details on how it might help 
you in your business, call your local IBM representative. 











te 


Messrs. R. W. Baxter, Chairman of the Board, and Turner B. Baxter, Vice- 
President of Rio Grande National Life Insurance Company, Dallas, Texas 


IBM. 
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John S. Thompson To 
Get Newark CLU Award 


John S. Thompson, vice-chairman of 
Mutual Benefit Life and secretary. 
treasurer of Hos. 
pital Service Play 
and MedicalL 
Surgical Plans of 
New Jersey (Blue 
Cross-Blue Shield) 
will receive the 
distinguished sery. 
ice award of the 
Newark chapter of 
American Society 
of CLU at a lunch. 
eon in the Military 
Park Hotel, May 
26. 

The award to Mr. Thompson is jp 
recognition of his outstanding service 
to American College, the society and 
the life insurance business in genera]. 

Dr. Solomon S. Huebner, president 
emeritus of the college, will be the 
speaker. 

Mr. Thompson is a former president 
of Mutual Benefit Life. 


John S. Thompson 


Strain Reappointed To 


Texas Insurance Board 

AUSTIN—Dr. Robert W. Strain, 
who was named to the state board of 
insurance last year to fill the unex- 
pired term of Joe P. Gibbs that ended 
Jan. 31, 1959, received a new con- 
firmation last week by the Texas sen- 
ate for a six-year term to expire Jan. 
31, 1965. Dr. Strain, former professor 
at the University of Texas, holds both 
the CLU and CPCU designations. 


Program Announced For 
Oakland Forum May 21 


Three panels, an inspirational ad- 
dress by a nationally known speaker, 
and three leaders in life insurance 
make up the program of the annual 
Life Insurance Forum co-sponsored by 
Oakland-East Bay Life Underwriters 
Assn. and Oakland Chamber of Com- 
merce May 21. 

Members of an A&S panel will be 
Kent Millar, Standard of Oregon, mod- 
erator; Maurice Bradley, Pacific Mu- 
tual; Rebell Bernardoni, Pacific Mu- 
tual; and Robert Howell and Quinn 
Miller, Standard of Oregon. 

Business law and taxation will be 
discussed by V. Craig Bull, Pacific 
Mutual, Oakland, moderator; Robert 
C. Burnstein, attorney; Philip D. Quitt- 
man, certified public accountant, and 
Eric P. Schnurmacher, attorney. 

Chris Roden, State Farm Mutual, 
will moderate a debate on multiple 
line selling. Louis Tilen, Mutual Life 
of New York, will argue for multiple 
line selling and R. Edwin Wood, Phoe- 
nix Mutual, and a trustee of NALU, 
will argue against. 

Kenneth McFarland, education con- 
sultant of General Motors, will be the 
principal speaker from outside the in- 
surance business. Other speakers will 
be Lynn Tenney, vice-president and 
agency manager, California-Western 
States Life; Basil Wood, Prudential, 
and Charles E. Gaines, director of the 
SMU institute. 


Chicago A&H Assn. Sets Dance 

Chicago A&H Assn. is holding its an- 
nual banquet and dance May 22 at the 
Conrad Hilton Hotel. Cocktails begin 
at 6:30 and dinner at 7:30. There will 
also be a floor show. Tickets are $7.50 
per person. Reservations are being 
made through Stanley Greenspun of 
Massachusetts Casualty, HArrison 1- 
2232. 
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Editorial Comment 
The Pope Speaks On The Agent's Role 


Life insurance men of all creeds can 
take pride in what Pope John XXIII 
of the Roman Catholic Church told 
a recent national meeting of Italian 
insurance agents. 

The Pope said in part: “The daily 
work of the insurance man _ brings 
him in contact with the humble and 
silent forces of the family, that mar- 
velous unity on which rests the well- 
being and happiness of individuals 
and of nations. You are the admiring 
and emotionally stirred witnesses of 
the sacrifices of so many parents, who, 
through the guarantees offered by 
your companies, wish to assure their 


children of a serene future by accum- 
ulating with difficulty savings which 
they probably will not enjoy. 

“Your cooperation given, I am sure, 
with the greatest respect and with the 


most profound sincerity, throws a 
brilliant light of goodness on your 
work.” 


It is not necessary to be among the 
thousands of insurance men who rec- 
ognize the Pope as their spiritual lead- 
er to appreciate the appropriateness 
and felicity of his language in the 
passage just quoted. They are words 
that every insurance man can remem- 
ber with gratification —W.H.F. 


Volumitis And Volumitis 


“Volumitis” once conveyed a fairly 
precise meaning but it has been so 
over-used and misused that maybe it’s 
about time to retire it to oblivion 

It is certainly an apt designation 
for frenzied volume-seeking that ig- 
nores sound principles of selling and 
underwriting. But too many people 
have used it as a handy stick to 
whack any kind of aggressive selling 
that they didn’t happen to like. So the 
term has just about lost all its mean- 
ing. It is like the label “un-American,” 
a precise and useful epithet that has 
lost its sharpness because so many peo- 
ple used it on anybody and anything 
they didn’t agree with. 

A. Jack Nussbaum, past president 
of NALU and a veteran agent of 
Massachusetts Mutual Life at Milwau- 
kee, did a good job in clarifying the 
“volumitis” confusion in his talk at 
the agents forum during the NALU 
midyear meeting in Minneapolis in 
March. 

“We have made it sound like a dirty 
word,” he said. “What’s wrong with 
volumitis? Not a thing! I wouldn’t 
want to be with a company that is not 
aggressive, that is not seeking to im- 
prove its position in the industry. Yes, 
I want to be a part of the increasing 
volume.” 

Unfortunately, “volumitis’” has be- 
come one of those emotion-charged 
words that mean almost anything that 
the utterer wants them to mean and 
are understood by his audience in all 
the various ways that each listener 
thinks or wants the term to mean. If 
a speaker accuses a company of volum- 
itis he may actually mean that it is 
indulging in seriously unsound selling 
and underwriting methods. But more 
likely he means that it is doing some 
things that his company doesn’t do and 
that are bothering him in competition. 
It is curious how everybody is for 
progress and expansion and_hard- 
fought competition in a dynamic in- 
dustry—that is, until the competition 
gets so dynamic that it gives somebody 
a hard time, and then of course it is 
subversive, insidious, unsound, and 
wither are we drifting? 

Incidentally, it usually seems as if 
the people with the new developments 
have their arguments much better or- 


ganized than the ones who are doing 
the resisting, yet the resisters rarely 
seem to realize this. Instead of trying 
to make as much sense as the other 
side does, the resisters hint at dire 
consequences of violating traditions 
and use semantically powerful words 
like “volumitis.” Often they have ex- 
cellent and logical arguments but fail 
to use them. 

Because “volumitis’” has come to 
mean so many things to so many peo- 
ple, we suggest that speakers and 
writers make the extra effort that is 
needed to explain what kind of “vol- 
umitis” they mean: If a man means 
specifically unsound practices, let him 
say what they are—but refrain from 
using a general term like “volumitis” 
to signify what amounts to nothing 
more than an uncomfortable degree of 
aggressive merchandising.—R.B.M 





Personals 


Harold F. Kane, vice-president on 
the Pacific Coast for Alfred M. Best Co., 
underwent surgery for a tumor on the 
lung at West Valley Hospital in the 
San Fernando Valley adjacent to Los 
Angeles. His convalescence was de- 
scribed as being as well as might be 
expected. 


Frank L. Rowland, who retired as 
managing director of Life Office Man- 
agement Assn. in 
1956, has been ap- 
pointed by the 
U. S. State De- 
partment as insur- 
ance advisor to the 
minister of finance 
of the Republic of 
South Vietnam. 
He has left for Sai- 
gon. Mr. Rowland 
is familiar with in- 
surance operations 
in Southeast Asia. 
Since 1949, accom- 
panied by Mrs. Rowland, he has made 
five trips around the world, engaging 
in consulting work for life companies 
in Bombay and Calcutta, India, Bang- 
kok, Thailand, Hong Kong, Manila, and 
Japan. Enroute home from a four 





Frank L. Rowland 


month’s sojourn in the Far East last 
fall, Mr. Rowland spent a week in 
Saigon, conferring with officials of the 
South Vietnam government. Their im- 
mediate problem is to develop an in- 
surance code independent of the French 
code under which they have functioned 
for over a century, and to create an 
insurance department. 


Gordon H. Campbell marked his 50th 
year as general agent at Little Rock of 
Aetna Life with a 
round of festivities 
held in his honor 
by business associ- 
ates. The event 
was given consid- 
erable attention by 
Little Rock news- 
papers. President 
Henry S. Beers of 
Aetna Life attend- 
ed the day’s activ- 
ities which includ- 
ed a reception and 

Gordon H. Campbell dinner and an old 
timers’ luncheon for many business 
men with Little Rock companies which 
were in operation in 1909 when the 
Campbell agency opened. 

Mr. Campbell was Aetna’s first agent 
in Arkansas. Previously he had played 
football with Amos Alonzo Stagg’s Uni- 
versity of Chicago team and worked 
with New York Life for two years. 
Asked if he had any correlation be- 
tween football and selling insurance, 
Mr. Campbell replied, “I think so. The 
drive that makes a man successful in 
football helps in salesmanship.” 

He had a penchant for recruiting 
men of executive calibre. Among his 
former agents and associates are Louie 
L. Throgmorton, vice-president of Re- 
public National, Clyde F. Gay, vice- 
president and secretary of John Han- 
cock, and Hugh Hart, former executive 
vice-president of Penn Mutual. “The 
best thing I ever did was pick good 
partners,” he explains. “They knew 
more about the business and did all the 
work.” 

Throughout Mr. Campbell’s half 
century with the company, Arkansas 
has always ranked within the top 10 
states in dollar volume of new busi- 
ness. In proportion to its wealth, the 
state is tops in Aetna sales. Mr..-Camv- 
bell himself is a lifetime member of the 
Million Dollar Round Table. 





Charles L. Manson, whose appoint- 
ment as Wisconsin commissioner was 
reported last week, has operated the 
J. N. Manson agency a tWausau since 
1923. He has been president of the 
Wausau Insurance’ Board _ several 
times, and was president o fWisconsin 
Assn. of Insurance Agents in 1949. 
His father was a founder and a presi- 
dent of the Wisconsin association. Out- 
side of insurance, Mr. Manson has 
been president of Marathon County 
chapter of National Foundation for 
Infatile Paralysis, president of Feder- 
ated Charities and a director of Wau- 
sau Chamber of Commerce. He is a 
curator of the state historical society, 
and a graduate of University of Wis- 
consin. 


T. P. Beasley, president Republic 
National Life, has been elected presi- 
dent and chairman:board of trustees 
of National City Christian Church 
Corp., Washington, D. C. He had pre- 
viously been vice-president of the 
board. 


Clancy D. Connell, general agent 
Provident Mutual at New York, was 
honored by fellow members of Hamil- 
ton College Alumni Assn. of Metropol- 
itan New York at the group’s annual 
dinner. In a special salute, Mr. Connell 
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Manager. R. J. Wieghaus and William D. 


O'Connell, Resident Managers. 


CINCINNATI 2, OHIO—420 E. Fourth St. 
Tel. Parkway 1-2140. Chas. P. Woods, Sales 
Director. George C. Roeding, Associate 
Manager. Roy Rosenquist, Statistician. 


CLEVELAND 14, OHIO—1367 E. 6th St. 
Lincoln Bldg., Rm. 208, CH 1-3396. Paul 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—328 Interurban Bidg., 
Tel. Riverside 17-1127. Alfred E. Cadis, 
Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Bldg., Tel. Amherst 6-2725. J. Robert Ebel- 
hardt, Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. David 
Chapman, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg. 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural 
St., Tel. Clifford 3-2276. William J. Gessing, 
Manager for Indiana and Michigan. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. How- 
ard J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y¥.—17 John St., Room 
1401, Tel. Beekman 3-3958. J. T. Curtin and 
Clarence W. Hammel, New York Managers. 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bldg., Teél- 
Chestnut 1-1634. Geo. E. Wohigemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market St., 
Tel. Exbrook 2-3054. Robert L. McMullen, 
Pacifie Coast Manager. 


CHANGE OF ADDRESS 


Be sure to enclose mailing wrapper with 





new address. Allow three weeks for one 
tion of the change. Send to subscription ot- 
fice, 420 E. Fourth St., Cincinnati 3, Ohio. 
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was cited for distinguished achieve- 
ment in business, community and 
college affairs. 

Mr. Connell began his insurance 
career 40 years ago as an agent. In 
1927 he became a general agent for 
provident Mutual. He is a former 
resident of Life Underwriters of New 
york City, Life Underwriters of New 
york State and National Assn. of Life 
Underwriters. He was one of the 
founders of Hamilton College Alumni 
Fund and has been a charter trustee 
of the college for seven years. 


Gordon K. Smith, secretary of Equit- 
able Society, and John Hartigan, as- 
gociate superintendent of adminis- 
tration in the agency department, at- 
tended the national convention of Na- 
tional Assn. of Watch and Clock Col- 
lectors at Swampscott, Mass., as did 
William L. Wadleigh, manager of the 
ordinary and industrial classification 
department of Metropolitan Life’s actu- 
arial division. Mr. Smith is 2nd vice- 
president of the associaton’s New York 
chapter, which Mr. Wadleigh has head- 
ed during the past year. 


James A. Pierce, director of John 
Hancock’s bureau of publications, has 
been elected treasurer of the Interna- 
tional Council of Industrial Editors. 


A. H. Thiemann, 2nd vice-president 
in charge of public relations of New 
York Life, has been elected a director 
of the Perrot Memorial Library, Old 
Greenwich, Conn. 


Deaths 


JOHN M. GROVES Jr., 58, superin- 
tendent of policyholders accounts of 
Mutual of New York, died of a heart 
attack. He joined Mutual in 1917 as a 
clerk in the metropolitan clearing 
house. 





Dr. ROBERT L. ROWLEY, former 
medical director of Phoenix Mutual 
Life. died in Hartford. Dr. Rowley 
retired in 1950 after 35 years of service 
with the company. 


Mrs. ANNA A. ALDERMAN, moth- 
er of Dallas R. Alderman, vice-presi- 
dent of Kansas City Life, died. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, May 12, 1959 
Bid Asked 





























$ $ 
Aetna Life 242 247 
Beneficial Standard ......c.ceccsseseesee 14 15 
Business Men’s Assurance .......... 40 41 
Cal.-Western States ccc 106 
Commonwealth Life ... re 24 
Connecticut General ....... ae 384 
Continental Assurance ... ace 157 
Franklin Life woes ae 8742 
Great Southern Life 00... 88 
Gulf Life 23 
Jefferson Standard oo... 87 
Kansas City Life ........... ie? 1575 
Liberty National Life ... 48 
Life & Casualty ........... sy 22% 
Life of Virginia ............ Su 53 
Lincoln National Life ... seus 220 
National L. & A. ....... sees, eee 115 
North American, Ill 164 17% 
Nw. National Life 98 103 
Ohio State Life .. 290 310 
Old Line Life .... 6312 66 
‘Republic Nationa 73%, 75 
Southland Life .. 99 104 
Southwestern Life 153 158 
Travelers 85 87 
United, m1. 3642 3742 
US. Life 44 461 
Vashington National ......0ccs.00 61 65 
Wisconsin National Life... 50 55 
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Zone Three Of NAIC 
Meets Ait Louisville 


LOUISVILLE—Zone Three of Na- 
tional Assn. of Insurance Commis- 
sioners at its meeting here took no 
action, but committees will report on 
NAIC findings based on information 
brought out during the conferences. 

Approximately 200 insurance men 
attended. The first morning was taken 
up with a discussion—‘Should Quali- 
fied Rate Men Be Included on Con- 
vention Examination?” The other sub- 
ject discussed was sales techniques in 
life insurance. 

The Monday morning open session 
went into executive session, to discuss 
findings, adjourned for a luncheon 
courtesy of the Louisville Board. 

Following the racing afternoon there 
was a cocktail party, followed by a 
banquet, the gathering being guests of 
Kentucky companies, with John T. 
Acree of Lincoln Income Life as toast- 
master. The speaker was Alden C. 
Palmer, Indiana commissioner. 

On Tuesday morning casualty insur- 
ance was on tap. Assistant Attorney 
General William F. Simpson of Ken- 
tucky, scheduled to have headed the 
discussion on “Standardization of Pol- 
icy Contracts in Rate Making,” was 
unable to attend. 

Leggett of Missouri discussed the 
most recent figures on the new life 
insurance mortality table legislation 
by states, saying it has been passed by 
14 states; three held it was not needed; 
it has not been introduced in three 
states; and 12 states have deferred it 
to the next session, with four states 
not in session. The legislation has been 
introduced in a number of states which 
have not taken any action yet. 

Harry Wilson, former Kentucky 
commissioner for four years; former 
president of Kentucky Assn. of Insur- 
ance Agents for two years; on the board 
of NAIA for three years; and an 
agent since 1912, at Irvine, Ky., where 
he also served some years ago as 
county judge, was called up by Com- 
missioner Thurman and_ introduced, 
having been asked to attend by Mr. 
Thurman. It happened to be Mr. Wil- 
son’s 70th birthday. 


Slide Rule Helps 
Agent Answer Social 


Security Questions 
The Diamond Life Bulletins depart- | A GROWING COMPANY Has AGENCY Openings!!! 


ment of The National Underwriter Co. F ; 
has published the Social Security Slide- If you are a capable and experienced Life and A&H Insurance Producer 


O-Scope, a slide rule for quick, at-a- ready for advancement to a GENERAL AGENT, you may be able to 
glance answers to prospects’ social qualify for CAROLINA HOME LIFE’S GENERAL AGENT CON- 


eoeeeeeeeeeeSeSSSSeeeeeeeeeeeeeeeeeeeeeeeeeonvneeeeeegcece 


He's on the 
RIGHT ROAD 
with 
Equitable Life 


fo} a LohV,Vic kt 


Ve we a oe en we ee 


@N 7 \eune)- arial: 
PREFERENTIAL RATES 


FOR 
WOMEN 





Ass modern as tomorrow, but here today, is Equitable 
Life of Iowa’s Q Factor, the basis of progressively 
lower rates for progressively increasing policy amounts. 
Coupled with this are special rates which give prefer- 
ential treatment to women. All these are combined in 
one of the most comprehensive “‘desk” rate books and 
condensed into one of the most practical pocket-sized 
“field” rate books ever published. They give you an 
all-around competitive edge and complete information 
for all occasions. Keep your eye on the Career Life 
Underwriter who uses these tools and you'll agree 
— He’s on The RIGHT ROAD. 









LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 


eo ttt eeeoeeeeeeeeeeseeeeeeeereee ee eee eres eee ee ee eeeeeeeeeeeseseereeeeeeeeeeeseeeeeeeeseeeeeeeseeees 
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security questions. TRACT which offers— 
The slide rule is designed to elimin- 
ate the agent’s problems in computing High Commissions, Excellent Renewals, Override Commission on the 


social security benefits for individual business of Sub-Agents, Bonuses for Persistency and Production, And 


prospects and also does away with the many other wonderful features. 
need for outside reference material 


and tables. This is especially important 
since passage of the 1958 amendment 
to the social security law, which 


Agency openings in the following states: 


makes separate computations for each North Carolina Mississippi West Virginia 

individual case necessary. South Carolina Georgia Kentucky 
The rule provides the simplest meth- Virginia Arkansas Maryland 

od yet devised for figuring monthly Florida Tennessee Alabama 

wages. Survivor, retirement and disa- Puerto Rico 

bility income benefits, including early Ho ae 

retirement benefits for women, are oye Vp Write in confidence to: 

shown. The loss of benefits that may Or. 


Carolina Home Life Insurance Company 
Agency Department 
P. O. Box 1059 
Burlington, North Carolina 


be incurred by a working widow with 
young children is also clearly pre- 
sented. 

The 314 x 6% inch time saver is 
designed to fit in any pocket, and is 
priced at six for $2 (minimum order), 
and less for quantity orders. 
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Techniques Of Agency Visits Outlined 
At Combination Companies Conference 


NEW YORK—Getting the most out 
of the visits that home office manage- 
ment representatives pay to _ local 
agencies was. described by four 
executives at the LIAMA combination 
companies conference held here. 

Louis F. Runge, vice-president and 
director of combination sales of South- 
land Life, said his company’s field 
visits are generally due to the need 
for action on a problem, the intro- 


duction or orientation of a district 
manager, the introduction of new ma- 
terial or new procedures, and training 
and sales promotion. He said many 
types of conferences are held during 
a district visit. Regardless of who is 
making the visit, and dependent on 
the duration of the visit, “we try to 
meet with each level of operation ei- 
ther in large or small groups or in 
individual interviews,” he said. 


J. Harold Gatewood, manager of 
agencies of Equitable Life of Washing- 
ton, D. C., said President C. E. Phillips 
tries to visit each field office every 
two years. He generally has some plan 
that the home office group is working 
on and he discusses this. After that, 
he sits down and invites questions, 
problems and suggestions that would 
be of interest to the group. He sug- 
gests that any problems that pertain 
to agents personally be taken up with 
him after the meeting, when he will 
be available to discuss anything with 
anyone. 
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As the headline says, “old policies are like old friends.””’ N/W National 
agents make certain that their policyowners realize that “old policies are 
indeed old friends” that cannot be replaced. 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY OF MINNEAPOLIS 





N/W National policyowner 
moves to new town, finds 
his life insurance a magic 
key to trust and credit; his 
wife gets “red carpet” 
treatment at local stores. 
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Another type of visit is a persona 
progress conference with each staf 
manager. The home office agency map 
visits with each staff manager ang 
his manager, discussing anything the 
staff manager wants to bring up, ip. 
cluding his own objectives, ambitions 
problems and plans. A follow-up let. 
ter is sent to each staff manager afte 
the home office people return to the 
home office. 


How Washington National Operates 


R. W. Friedner, 2nd vice-president 
of Washington National, said the com. 
pany has regional directors who speng 
30 to 50% of their time in the field, fh 
addition to district visits by regional 
directors, there are two meetings 4 
year in each region with field man. 
agement. At one meeting district man. 
agers and superintendents are includ. 
ed. At the other, only the managers 
are invited. 

Another plan the company has found 
effective is to call a district manager 
into the home office for a two- or 
three-day visit. This enables home of. 
fice management to discuss with the 
manager his problems and help him 
work out solutions. 


Describes Gulf’s Procedure 


E. H. Malone, agency secretary of 
Gulf Life, said his company uses 3 
supervisor visit guide, which serves to 
remind the supervisor that he must 
“touch all bases” before going back to 
the home office. 

Discussion of sales promotion comes 
first, then there is a discussion of 
manpower, covering both superintend- 
ents and agents. Agency training 
management and morale are included 
on the supervisory visit guide. 

Moderator was Richard W. Wilt 
shire, vice-president and superintend- 
ent of agencies of Home Beneficial 
Life. 


Aid Assn. For Lutherans Option 

Aid Assn. for Lutherans has intro- 
duced a guaranteed purchase option 
which permits purchase of additional 
insurance without evidence of insur- 
ability at three year intervals, starting 
at age 25 and continuing to the certifi- 
cate anniversary nearest age 40. Maxi- 
mum amount that may be purchased 
on any option date is $10,000. The 
option may be attached to most per- 
manent life certificates of $5,000 face 
amount or larger issued on a standard 
basis. 


Three Win Aetna Authors’ Honors 

Three Aetna Life agents have been 
honored as authors of outstanding 
articles appearing in 1958 issues of the 
Life Aetna-izer, the company’s house 
organ for agents. Top award went to 
Ben Sour, Shreveport, La. Runners up 
were Charles A. Diegel, Lubbock, Tex., 
and Ralph E. Carpenter, Fresno, Cal. 
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O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 











——— 


J 












CONSULTANTS 


- 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGE.AASSOCIATES 
ONE NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17,N.Y. 
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LIFE INSURANCE EDITION 


Home Office Changes 


Lutheran Brotherhood 


Vice-president Harold C. Hoel has 
been advanced from associate director 
of agencies to director of agencies, and 
John Lienemann, 


general agent at 





Harold C. Hoel John Lienemann 
Beatrice, Neb., has been named as- 
sistant vice-president and superinten- 
dent of agencies. Mr. Hoel joined 
Lutheran Brotherhood in 1933 and 
became vice-president and associate 
director of agencies in 1957. Mr. 
Lienemann joined the fraternal in 
1943 and has been general agent since 
1945. 


Security Mutual 


Eugene V. Trovalli and John O’Mara 
of the machine accounting division 
have been advanced to manager and 
assistant manager, respectively. Mr. 
Trovalli has been assistant manager 
since 1953 and Mr. O’Mara has been 
procedures supervisor with the IBM 
service bureau since 1957. 


General American Life 


Raymond F. Laramie has been ap- 
pointed assistant group secretary. He 
went with the company in 1958 as 
supervisor of the group contract de- 
partment and was previously with 
Massachusetts Bonding as_ assistant 
to the group department manager, and 
with American Mutual Liability. 


Bankers Life Of Nebr. 


James H. Clark of Dallas has been 
elected to the board. He is chairman of 
Philadelphia Suburban Water Co., as 
well as chairman and director of a 
number of other businesses and indus- 
tries, including Investors Diversified 
Services of Minneapolis. 


Travelers 


Morrison H. Beach has been ap- 
pointed 2nd vice-president and actu- 
ary. He joined Travelers in 1939 and 
later received a law degree from Uni- 
versity of Connecticut. He is a fellow 
of the Society of Actuaries and a mem- 
ber of its aviation committee. 


Northwestern National 


James P. Smith, associate actuary 
since 1956, has been appointed group 
actuary. A fellow of Society of Actuar- 
les, he joined the company in 1948. 


No. American L.&C. 


Harold S. Jovaag has been appointed 
training assistant in the home office 
agency department. He has been in 
the insurance business for three years. 


AMERICAN INVESTMENT LIFE 


}OF NASHVILLE has appointed An- 


drew M. Gant Jr., formerly U.S. dis- 
trict attorney in Nashville, as legal 
‘ounsel, and has named John Jack- 
on, former senior home office un- 
‘erwriter with Continental Assurance, 
* chief underwriter. Both men will 


also serve in their respective capacities 
for American Investment Life of Mary- 
land and American Investment Life 
of South Carolina. The three life com- 
panies comprise the ordinary life in- 
surance operations of American In- 
vestors Corp. 


CITIZENS LIFE OF NEW YORK 
has elected John A. Solomon, vice- 
president, a director. He joined the 
company two years ago as chief under- 
writer. 


ASSOCIATES LIFE has advanced 
Charles E. Ray, vice-president in 
charge of A&S and group, to the 
newly created post of executive vice- 
president. Currently serving a second 
term on the board of the International 
A&H Assn., Mr. Ray is a past presi- 
dent of Indiana A&S Assn., and is 
currently a member of the 1959 
IAAHU convention steering commit- 
tee. In the insurance business 32 


years, he has both field and home 
office experience. 


GREAT PLAINS LIFE of Lubbock 
has appointed Robert E. Casperson, 
vice-president and agency director; 
Herbert A. Hillman, assistant secre- 
tary and manager of the group depart- 
ment, and Dr. O. Brandon Hull, medi- 
cal director. 


MIDWESTERN UNITED LIFE has 
named James L. Shearer, formerly 
with State Farm Life, head of the 
actuarial department. 


G. James Hughes, president of Met- 
tropolitan Bank of Miami, has been 
elected a director of LIFE OF FLOR- 
IDA. 





Michigan Assn. of Life Underwriters 
has opened a central office at 710 Mich- 
igan National Tower, Lansing. 

Wayne W. Croxton, secretary-trea- 
surer, takes over the office. An execut- 
ive secretary is to be named later. 
Meanwhile, Mrs. Connie Adams has 
been retained as full-time office sec- 
retary. 
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Heads Combination 
Insurers Of LIAMA 


George B. Thompson Jr., vice-presi- 
dent of John Hancock, was elected 
chairman of the 
combination com- 
panies committee 
of LIAMA at the 
annual conference 
in New York City. 


He succeeds W. 
Sheffield Owen, 
vice-president of 


Life of Georgia. 

Elected to three- 
year terms on the 
committee are 
Thomas Allsopp, 
2nd _ vice-president 
of Prudential, C. F. Byron, assistant 
superintendent of agencies of London 
Life, and Rufus White, vice-president 
and director of sales of Pilot Life. 

Mr. Thompson was elected to the 
combination companies committee in 
1957. He has also served on the LIAMA 
quality business committee. 





George B. Thompson 
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Today’s most promising field 


LONG TERM SALARY CONTINUANCE PLANS 





Floor business firms of all sizes 


e Conventional plans, one-year renewable term, tai- 
lored to fit the sick leave program and other needs 
of the particular risk. 


e Non-Cancellable, guaranteed renewal coverage, at 
level premium, likewise tailored to individual needs, 
with or without guaranteed right of conversion. 


e Provident’s exclusive 10/12 Plan, long term guar- 
anteed benefits, at guaranteed cost for groups as 
small as five. 


Ask us for details. Provident has the facilities and the 


“know how” to design programs to fit the needs of 
your prospects. 


BROKERAGE BUSINESS INVITED 


PROVIDENT LIFE e ACCIDENT @® SICKNESS 


LIFE AND ACCIDENT 


<Geseneiioe OWUGCUMY 





HOSPITAL ® SURGICAL © MEDICAL 
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Changes In The Field 


Occidental Of California 





Gerald D. Gal- 
lop, assistant man- 
ager at Pasadena 
since last May, has 
been named man- 
ager of a new 
office at West Los 
Angeles He joined 
the company in 
1955 


Gerald D. Gallop 


Occidental Life Of Raleigh 


Aubrey L. Crossland and Henry L. 
Taylor have been named district man- 
agers at Canyon, Tex., and Columbia, 
S. C., respectively. 


Great Southern Life 


Lawrence I. Kiern has been ap- 


pointed manager of a new office at 
New Orleans, which will handle Jeffer- 
son, Orleans, Plaquemines and St. Ber- 
nard Parishes. Most recently with Sun 
Life of Canada, he was one of the 
organizers of Jefferson Reserve Life, 
Metairie, La. 


Great-West Life 


P. C. Finn, formerly supervisor at 
Toronto, has been appointed western 
branch manager there. He joined the 
company at London, Can., in 1947 and 
was appointed supervisor there in 
1953, later becoming manager at Mon- 
treal. He is a CLU. 

A. P. Perkins has been named su- 
pervisor at Kalamazoo. 


Colonial Life 
John J. Mitchell, manager at Asbury 
Park, N. J., since 1957, has been named 
manager of the Syracuse and Rochest- 
er branch offices. He joined Colonial 
in 1944 as an agent and was named 





THE CROWN LIFE 
INSURANCE COMPANY 


announces its 


Board of Directors and Officers 
as of February Ist, 1959 
® 


DIRECTORS 


H. D. BURNS, p.cn.1. 
Toronto, Honorary President 


G. S. Braden, c.B.£. 


H. R. STEPHENSON 


_ Toronto, 
Chairman of The Board 


j we —~ fa Toronto ae 
Montrea . Gerald God C.B.E. *, W. Hill 
Hon. Dr. Herbert A. Bruce —- a ion 


Toronto (F.R.C.S., LL.D.) 
Rt. Hon. Clarence D. Howe 


Montreal . Hon. A. Neil McLean Charles St. Pierre 
D. K. MacTavish, Q.c. Saint Balen Montreal 

Ottawa : Walter F. Watkins A. F. Williams 
Hon. Clarence Wallace, ¢.B.E. Toronto Toronto 
Vancouver Hon. Robert H. Winters 


Toronto 
@ 
OFFICERS 
F. W. HILL, r.s.a. Cc. F. W. BURNS A. F. WILLIAMS 
Vice-President President Vice-President <7 Managing Director 


P. McDonald, F.c.1.s. W. D. Stewart 
Vice-President and Secretary 
W. R. Jolley 
Assistant Secretary, 

ranch Administration 
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manager at Paterson, N. J., in 1946. 
Previously he had been a _ special 
assistant deputy commissioner for the 
New Jersey department. 


Massachusetts Mutual 


Ernest H. Wiede- 
mann has been ap- 
pointed general 
agent at Dayton to 
succeed Brooks 
Heathmen, general 
agent there since 
1943. Mr. Wiede- 
company in 1958 as 
assistant superin- 
tendent of agencies 
and before that 
was with Pruden- 
tial at Dayton. 


Penn Mutual 


Ray Patterson, general agent Penn 
Mutual, Indianapolis, was honored 
with a dinner given by the company 
on the occasion of his retirement May 
15. Present from the home office were 
John M. Huebner, senior vice-presi- 
dent, and George Bennington III, 
superintendent of agencies. 

Mr. Patterson will open a private 
office for servicing his personal clients 
and will also join the staff of the R&R 
Service as head of a new department 
specializing in field training of agents 
for smaller companies. 

Present at the dinner were some 75 
long-time friends and business associ- 
ates and their wives, including five 
Penn Mutual general agents from other 
cities: Mr. & Mrs. James M. Royer, 
Chicago; Mr. & Mrs. W. H. Nicholls, 
Grand Rapids; Mr. & Mrs. W. J. Nen- 
ner, Cleveland; Mr. Robert K. Zimmer, 
Columbus, O.; and Mr. & Mrs. J. H. 
Thurman, Atlanta. 

Mr. Patterson entered the business 
in Pine Bluff as an agent for Home of 
Arkansas in 1923. He became general 
agent for that company in 1925 and 
joined Penn Mutual as assistant gen- 
eral agent in Newark in 1931. His 
Indianapolis appointment came _ in 
December of that same year. 


Franklin Life 


Peter J. Bercik Jr. has been ap- 
pointed general agent in the Pittsburgh 
area. For the last two years he has 
been with Equitable Society. 

Robert L. Ostrer of Marblehead, 
Mass., has been appointed general 
agent in the Marblehead-Lynn area. 
He has been in the business since 
1956 with Mutual Life of New York. 


E. H. Wiedemann 


Acacia Mutual 


Frank V. Jones has been appointed 
manager at Akron succeeding Robert 
Shaver, who has retired. Prior to 
joining Acacia, Mr. Jones was in the 
life business as an agent and assistant 
manager. 


General American 


Frank X. Downs has been named 
district group manager at Oklahoma 
City. He has been with the St. Louis 
district group office since joining the 
company in 1956. 


Central Standard Life 


Don Con has been appointed produc- 
tion manager of the Chicagoland agen- 
cies. He has been an agent and general 
agent for a number of years and also 
has a background of A&S experience. 


COLUMBIAN NATIONAL has 
named John S. Howe regional director 
for the eastern department with head- 
quarters at Hartford. He entered the 
business in 1952 and has been manager 
of Travelers at Worcester since 1956. 
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Disability Waiver 
Claim Papers Help 
Fight Mutual Funds 


Photostatic copies of disability waiy. 
er claim papers can be used effectively 
to demonstrate a safeguard that my. 
tual fund accumulation plans lac; 
This has been the experience in the 
John G. Edmundson agency of Unign 
Central Life in Los Angeles. Mr, Eq. 
mundson wrote in reply to The Ng. 
tional Underwriter’s appeal for sy. 
gestions on how to counteract the “buy 
term and invest the difference” ple 
that has been aggressively pushed by 
some mutual fund salesmen: 


I was very interested in your editori- 
al in the April 11 issue of THE Naryoy. 
AL UNDERWRITER regarding the mutual 
funds salesmen and ideas on how life 
insurance salesmen can counteract the 
mutual funds program. 

We have had very good luck in this 
agency by instructing our salesmen 
on the fact that life insurance and 
mutual funds are two entirely differ. 
ent types of commodities, and reiterat- 
ing time and time again that life jn. 
surance is the basic investment pro- 
gram for practically all families, and 
regardless of the inflationary picture 
at the present time life insurance js 
the foundation of all financial struc- 
ture. 

When our men get very heavy ob- 
jections on life insurance versus mu- 
tual funds we have been very effective 
in having the men discuss the well 
known fact that life insurance is the 
only thing that could be guaranteed 
in the way of a self-completing fi- 
nancial program by the use of waiver 
of premium on a permanent insurance 
program. 


Disabled Policyholders Also Help 


We have several good examples in 
the agency of policyholders with very 
large policies, who are disabled but 
who, through the stroke of a pen 
guaranteed that their program will be 
completed with the insurance company 
paying the premiums. We know that 
the mutual funds salesmen have no 
satisfactory answer to this, and that 
their mutual fund acquisition program 
cannot be guaranteed in the event of 
disability. 

I think that steps should also be 
taken so that these statements are not 
word of mouth, even though it is a 
well known fact in the insurance busi- 
ness, and therefore we make photostats 
of the necessary papers that waive the 
premiums, which, at the same time 
are increasing cash values year by 
year even though the disabled person 
has no means of earning income. 

We in the agency thought your ed- 
itorial was a very fine one and we, 
too, would like to know of additional 
methods in which the mutual funds 
competition is being handled, and 
while the above idea is certainly not 
original, we have used it effectively 
in this agency. 


Central Michigan CLUs Elect 

Stuart A. Goldfarb, Massachusetts 
Mutual, has been elected president of 
Central Michigan chapter of CLU. Oth- 
er officers are Alice L. Meadows, Mas- 
sachusetts Mutual, Flint, and John C. 
Meek, State Farm, Marshall, vice- 
presidents, and W. H. Armitage, North 
American Life, Lansing, secretary- 
treasurer. 


Manufacturers Life has been licensed 
in Montana. 
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1959 Little Gem Is 
Being Distributed 


(CONTINUED FROM PAGE 16) 
other useful data are also presented. 


In a special “programming” section 
the incomes payable on _ previous 
issues going back to 1910, together 
with tables giving the values of paid- 
up policies, the rates of interest pay- 
able on policy proceeds, some 30 pages 
of reserve tables, and other tables of 
guaranteed monthly incomes per $1,000 
are also shown. 

Has Juvenile Insurance 

Other special sections of the Little 
Gem provide broad information con- 
cerning juvenile insurance, immediate 
annuities, National Service Life In- 
surance, U. S. Government Life Insur- 
ance, and recently revised new up-to- 
date information on social security. 
Included also is detailed information 
concerning the weekly pay contracts 
of some 42 companies together with 
rates, values and an analysis of these 
contracts. 

Sizeable commissions often hinge on 
the agent’s ability to give the proper 
answer promptly. Because the Little 
Gem provides such a broad back- 
ground of answers, all presented in 
concise, easy-to-use form, many more 
life insurance men purchase it every 
year than any other reference book. 
Booklet Of Instructions 

Since there are so many different 
ways that skillful use of the Little Gem 
can increase an agent’s income, a 
special 24-page booklet of instructions 
called “How to Get the Greatest Value 
from Your 1959 Little Gem” is being 
supplied with each copy. This training 
guide gives specific instructions on 
just how its features can aid the agent 
in obtaining more. and larger sales. 

While Little Gem users can often 
avoid competition entirely by using it 
skillfully, they are also well equipped 
to meet competition most effectively 
when necessary. Selling at $4.50 a 
copy, and less in quantity, copies of 
the new Little Gem may be ordered 
from The National Underwriter Com- 
pany, 420 East Fourth Street, Cincin- 
nati 2, Ohio, or from any other Na- 
tional Underwriter office. 








New committeemen of the LIAMA A&sS section elected at the annual meet- 


ing held in Chicago are shown with J. Harry Wood, LIAMA managing direc- 
tor. From left are Thomas O. Ward, Gulf Life; John J. Plumb, Paul Revere Life; 
R. E. Williams, Great-West Life; Mr. Wood, and Rex H. Anderson, Life of North 


America. 





Calls For End Of ‘Cold War’ Between 
Health Insurance Companies And Blues 


Dr. Anthony J. J. Rourke, hospital 
consultant of New Rochelle, N. Y., in 
his speech on the significance of hospi- 
tal accreditation to A&S coverage at 
the annual meeting of Health Insur- 
ance Assn. in Philadelphia, said that 
while medical care costs and some 
“exploitation” of health coverage have 
delayed the progress of health insur- 
ance to some degree, the inability of 
service benefit groups, like Blue Cross 
and Blue Shield, and A&S insurers to 
thrash out their problems has been a 
contributing factor in further delaying 
that progress. 

Dr. Rourke said that the medical 
profession’s motive in accreditation, 
which consists of doctors passing on 
the quality of medical care in hospi- 
tals, is to give patients a guaranteed 
assurance that hospitals are meeting 
at least minimum standards of safety. 
This guarantee has brought with it 
added costs of hospital care. The prob- 
lem of rising costs, has been further 
complicated by competition between 
plans like the Blues and A&S insur- 
ance which tend to hold down premi- 


ums and in turn, benefits, he said. 
Summit Session Is Predicted 

Adding that someone must raise a 
voice against, as he called it, “this 
cold war’ and find a solution, he said, 
“The public, through its elected offi- 
cials, has been screeching for investi- 
gations of the health professions. I can 
assure you that when it is aware of 
all the implications it will be screech- 
ing for a significant ‘summit session’ 
in which to unshackle prepayment into 
a free world. As long as competition 
prevents the payment of increased 
premiums adequate to furnish the care 
the public wants, we will continue to 
mistake the effect for the cause.” 

In calling for a better awareness 
on the part of health insurers that 
patient care is the end towards which 
both physicians and the A&S business 
should be working, Dr. Rourke said, 
“As good citizens, not as good insur- 
ance men and not for the economics 
involved, you should add your weight 
toward the continuation and improve- 
ment of the program of hospital ac- 
creditation.” 
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Life Insurance in Force 
Over $1,500,000,000. 


WEVER LIFT A FINEER 


In keeping with the company’s well-established 
policy of offering the newest developments, 
Life and Casualty Insurance Company of Ten- 
nessee offers CHECK-O-MATIC. It makes the 
monthly payment of insurance premiums com- 
pletely automatic so you never lift a finger 


with a pen or stamp. 


Check-O-Matic never forgets. It protects your 
protection by assuring you that your premiums 
will automatically be paid when due. 


Life and Casualty keeps abreast of every new 


development in the industry. 















Gutenburg’s invention of print- 
ing with movable blocks revo- 
lutionized the civilized arts. 


Security Benefit Life’s new 
concept of “flexibility” in under- 
writing is revolutionary in the 
life insurance industry. Individ- 
ualized Medical Underwriting, 
as we call it, is a unique and 
modern approach toward stand- 
ard and substandard risk 
appraisals — geared to the ever 
changing needs and demands of 
a discriminating public. 


Licensed in most states, Security 
Benefit Life is a sound, estab- 
lished, highly rated company, 
offering to its representatives 
up-to-date policies, efficient 
Home Office cooperation, plus 
tested sales aids. We feel we 
are the Company with the DIF- 
FERENCE —here are just a 
few reasons why: 


e Top first year and renewal 
commissions for General 
Agents: (Liberal vesting 
provisions) 


e Exclusive substandard facili- 
ties for you and your brokers 


e Lifetime Service Fee 

e Disability income when sick 
or disabled 

e Liberal retirement plan 


e Office allowances 


BCAREER OPPORTUNITY¢ 


IN LINCOLN, NEBRASKA 


An excellent Midwestern op- 
portunity is available in beau- 
tiful and prosperous Lincoln, 
Nebraska, for the man whose 
experience and ability qualify 
him for personal producing 
General Agency responsibili- 
ties. Apply for this fine oppor- 
tunity if you feel you can ful- 
fill its challenging and reward- 
ing duties! 


Please send a complete sum- 
mary of your personal and 
business experience. All re- 
plies kept strictly confidential. 


Write today to: 


MARC F. GOODRICH, C.L.U. 


Assistant Director of Agencies 
Dept. 43 


SECURITY BEVEFIT: LIFE 





INSURANCE COMPANY Topeka,Kansas 
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Chicago Group Men Hold Panel Session 


(CONTINUED FROM PAGE 5) 


may not be a higher frequency of ill- 
nesses for retired employes, the du- 
ration of confinement is much greater. 
He suggested cutting down the period 
allowed to avoid chronic confinement. 
This was done with Continental As- 
surance’s single premium lifetime pol- 
icy, he said. He also feels that a life- 
time maximum is “kidding everyone.” 

Mr. Groth said that possibly such a 
policy could be made part of the exist- 


ing plan and refunded during the life- 
time of employe. This raises tax con- 
sequences, however, but it may be at 
least a step in the right direction. 
Kenneth Barrows, attorney and 
claims secretary of Bankers Life of 
Iowa, mentioned the Forand bill and 
similar measures in the offing and said 
that a great number of people have 
told him that those supporting these 
bills are not politicians but very sin- 


cere. “Whatever we’re going to do, 
we’re going to have to do fast,” he 
stated. Group insurance seems to be 
the best method, he opined, since it 
offers some way of spreding costs. 
He added it was significant that 
the cost of living in the past 10 years 
had gone up about 24% while medi- 
cal expense had increased about twice 
that, not to mention an 8% increase 
in the last year. Also, it has been 
found that people over 65 require 
three times the care of those under 65 
and 40% more doctor’s attention. He 
said when this is added on top of 





WILLIAM M, FUREY, C.L.U., joined Berkshire Life on graduating from Yale University. He became an Agent in Pittsburgh in 1949, and 
Supervisor in 1953. In 1958, he was appointed General Agent, becoming the fifth member of his family to direct the Pittsburgh agency. 





... as vitality in Life Insurance selling. The Agent who can 
increase the one in order to balance the decrease of the 
other doesn’t have to worry about his future.” 


“We've both seen my own drive wane, Bill; yet, here at 
Berkshire I still feel important.” 


“You are important! After all, it’s the experience of tried 
and proven Agents, applied to today’s sales problems, that 
contributes most to our company’s progress. The point of 
our Continuous Training Program is to keep you abreast 
of these problems so that you can maintain your personal 
production, and at the same time contribute to the success 
of younger, less experienced men. This is why Berkshire 
gives special recognition to experience like yours.” 


“So long as a man can see his experience being used, I think 


ea 












Experience 3 


you can count on his maturity as an asset.” 


“I agree. After all, Berkshire’s 108-year reputation for 
soundness and service to policyowners makes it a mature 
company. Out of this experience come the ingredients 
which have contributed so much to our progress, and make 
it a recognized fact that today Berkshire presents the 
greatest potential for per- 
sonal growth in the industry.” 


ERKSHIRE 


LIFE INSURANCE; Co. 






Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. *¢ A MUTUAL COMPANY + 1851 
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what people under 65 already pay jt 
can easily be recognized that there 
must be some way found to spread the 
cost. He advocated working with other 
interested groups as a start. 

One of the changes today which has 
made the problem more acute, he saiq 
is the dispersal of families. Old people 
living alone are more apt to stay ip 
the hospital for purely custodial sery-. 
ice. They also enter the hospital for 
care which they could get at home jf 
the families were living together. He 
suggested giving some attention to 
nursing homes, “since they can do a 
job cheaper than hospitals.” Another 
problem is how to distinguish the dif. 
ference between illness and senility. 


Discuss Major Medical 

In the question period, major megj- 
cal was discussed, the general answer 
indicating that it would have to be 
modified enormously for after retire. 
ment purposes, since, for one thing 
the degenerative diseases would begin 
to show up in the later ages. Also in 
the basis for major medical a certain 
part is budgetable and the retireds 
are not able to budget very well. It 
was pointed out that 60% of those 
over 65 have an income of less than 
$1,000 and only one third of the pop- 
ulation in this group have income over 
$2,000. There is no means of budget- 
ing for extras with this kind of income. 


Conventions 


May 18-20, Insurance Accounting and Statis- 
tical Assn., annual, Ambassador Hotel, At- 
lantic City. 

May 21-22, Pennsylvania Life Underwriters 
Assn., annual, York. 

May 24-26, Western round table of Life Ad- 
vertisers Assn., Ambassador Hotel, Los 
Angeles. 

May 25-26, Assn. of Life Insurance Counsel, 
gg Greenbrier, White Sulphur Springs, 

‘a. 

June 3, Fraternal Actuarial Assn., 
meeting, Atlanta Biltmore, Atlanta. 

June 4, Maryland Life Underwriters Assn., 
annual, Indian Spring Country Club, Silver 
Spring. 

June 4-5, Society of Actuaries, regional, Atlan- 
ta Biltmore Hotel, Atlanta. 

June 8-12, NAIC, annual, Statler Hotel, Boston. 
June 10-13, Florida Life Underwriters Assn., 
annual, Robert Meyer Hotel, Jacksonville. 
June 11-13, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels, 

San Francisco. 

June 11-13, ALC medical section, The Home- 
stead, Hot Springs, Va. 

June 14-17, International Assn. of A&H Under- 
writers, annual, French Lick-Sheraton, 
French Lick, Ind. 

June 15-26, ALC life officers investment sem- 
inar, Beloit College, Beloit, Wis. 

June 18-20, Life Insurers Conference, annual, 

be Greenbrier, White Sulphur Springs, W. Va. 

June 19-20, Alabama Life Underwriters Assn., 
annual, Houston Hotel, Dothan. 

June 21-25, Million Dollar Round Table, annual, 
Americana Hotel, Miami Beach. 

June 28-July 1, Consumer Credit Insurance 
Assn., Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs He- 
tel, Banff, Alberta, Canada. 

July 23-25, National Assn. of Life Cornpanies, 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 


a Service Guide. 
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ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 

N.E., Atlanta 8, Georgia, 
y P.O. Box 6192, Tel. 
it TRinity 5-6727. 





a, 














CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


30 N. LaSalle St. Chicago 2, Ill. 
Financial 6-9792 















malici 
or any 
any in 
neglig 
insure’ 
ance 

agents 
insure’ 
agains 
respec 
about 

mingli 
failure 
money 


writin; 
them « 
from 
hold t 
results 
insurat 
ance a 
upon r 
inform 
sonab]; 

(2) } 
the ins 
occurreé 
give ri 
reason 
omissic 
tence h 
compar 
which 
against 
neglige 
be dee 
insurar 
the sub 

(3) 1 
fuses 
claim n 
one yes 
by rea: 
or omi 
have b 
minatic 


‘the pur 


been 1 
hereof. 
G. T 
under 

Yhich | 





16, 1959 


Y pay it 
at there 
read the 
ith other 


Thich has 
, he Said, 
ld people 
) Stay in 
ial sery. 
Pital for 
home if 
ther. He 
ntion to 
‘an do a 
Another 
the dif. 
nility, 


or medi- 
1 answer 
fe to be 
r retire. 
le thing 
id begin 
Also in 
4 certain 
retireds 
well. It 
Of those 
ess than 
the pop- 
me Over 
budget- 
income, 


ns 
nd Statis- 
Hotel, At- 


derwriters 


Life Ad- 
otel, Los 


Counsel, 
r Springs, 


1.» spring 


rs Assn., 


1b, Silver 
al, Atlan- 
1, Boston. 


rs Assn., 
onville. 


ern meet- 
s Hotels, 
ie Home- 


H Under- 
Sheraton, 


ent sem- 
» annual, 
, W. Va. 
rs Assn., 
>, annual, 


nsurance 


, of In- 
ings He- 


inpanies, 
Chatta- 





A 


ne 








May 16, 1959 


LIFE INSURANCE EDITION 


Policy Developed To Protect Life 
Agent If Client Sues For Damage 


(CONTINUED FROM PAGE 2) 


the company) shall advise that such 
proceedings should be contested. 

C. The company shall not settle any 
claim without the consent of the in- 
sured. If, however, the insured shall 
refuse to consent to any settlement 
recommended by the company and 
shall elect to contest or continue any 
legal proceedings in connection there- 
with, then the company’s liability for 
the claim shall not exceed the amount 
for which the claim could have been 
so settled plus the costs and expenses 
incurred with their consent up to the 
date of such refusal. 


Pro-Rating Is Provided 


D. If a payment in excess of the 
amount of indemnity available under 
this insurance has to be made by the 
insured to dispose of a claim made 
against them, the company’s liability 
for the costs and expenses incurred 
with their consent shall be such pro- 
portion thereof as the amount of the 
indemnity available under this insur- 
ance bears to the amount paid to 
dispose of the claim. 

E. This insurance shall not indem- 
nify the insured in respect of any 
claim: (a) for libel or slander; (b) 
brought about or contributed to by the 
dishonest, fraudulent, criminal or 
malicious act or omission of the insured 
or any employe of the insured; (c) by 
any insurer arising out of any alleged 
negligent act, error or omission by the 
insured in their capacity as life insur- 
ance brokers and/or life insurance 
agents of that insurer, unless that 
insurer has obtained a judgment 
against the insured in any court in 
respect of that claim, or (d) brought 
about or contributed to by any com- 
mingling of premiums or liability or 
failure to pay or collect claim or tax 
moneys. 

Must Give Prompt Notice 

F. (1) The insured shall as a condi- 
tion precedent to their right to be 
indemnified under this insurance give 
to the company immediate notice in 
writing: (a) of any claim made against 
them or; (b) of the receipt of notice 
from any person of an intention to 
hold the insured responsible for the 
results of any breach of duty as life 
insurance brokers and/or life insur- 
ance agents—and shall in either case, 
upon request, give to the company such 
information as the company may rea- 
sonably require. 

(2) If during the subsistence hereof 
the insured shall become aware of any 
occurrence which may _ subsequently 
give rise to a claim against them by 
treason of any negligent act, error or 
omission and shall during the subsis- 
tence hereof give written notice to the 
company of such occurrence, any claim 
which may subsequently be made 
against the insured arising out of that 
negligent act, error or omission. shall 
be deerned for the purposes of this 
surance to have been made during 
the subsistence hereof. 

(3) If the company cancels or re- 
fuses ta renew this insurance, any 
claim made against the insured within 
one year after the termination hereof 
by reason of any negligent act, error 
% Omission committed or alleged to 
have been committed before the ter- 
mination hereof shall be deemed for 


‘the purposes of this insurance to have 


een made during the subsistence 
hereof. 

G. There shall be no liability here- 
Mder in respect of any claim for 


‘hich the insured is entitled to any 


indemnity under any other insurance. 

H. This policy may be cancelled at 
any time by the insured by written 
notice or by surrender of the policy 
to the company. This policy may also 
be cancelled, with or without the re- 
turn or tender of the unearned premi- 
um, by the company by delivering to 
the insured or by mailing to the 
insured, by registered or unregistered 
mail, at the insured’s address as shown 
herein, written notice stating when, not 
later than 10 days thereafter, the can- 
cellation shall be effective. 

The mailing of notice by the com- 
pany shall be sufficient proof of notice 
and this policy shall terminate at the 
date and hour specified in such notice. 
If cancelled by the insured, the com- 
pany shall retain the earned premium 
as calculated on the adjustable basis 
contained herein, or short rate premi- 
um, calculated according to the com- 
pany’s short rate table, on _ the 
minimum premium stipulated herein, 
whichever is the greater. If cancelled 
by the company, the company shall 
retain the earned premium as calcu- 
lated on the adjustable basis contained 
herein or pro rata of the minimum 
premium, whichever is the greater. In 
the event premium refund is not made 
at the time cancellation is effected, 
it shall be made as soon thereafter as 
practicable. 

If the period of limitation relating 
to the giving of notice is prohibited or 
made void by any law controlling the 
construction hereof, such period shall 
be deemed to be amended so as to be 
equal to the minimum period of limita- 
tion permitted by such law. 

I. If the insured shall prefer any 
claim knowing the same to be false or 
fraudulent, as regards amount or 
otherwise, this insurance shall become 
void and all claim hereunder shall be 
forfeited. 

Rates are based on the number of 
full and part-time employes. For ex- 
ample, if only the agent and his secre- 
tary are covered for $5,000 with a $250 
deductible, the rate would be $65 a year. 
For $150,000 coverage, with a $1,000 
deductible, the rate for the agent and 
his secretary would be $108 a year, 
while with a $250 deductible it would 
be $144 a year. 












One Epidermis 
For Life 


Ever think much about your skin? How it fits so 
nicely. How it stretches and gives. How there’s 
always just enough of it—never too much, never 
too little. 


Seems silly, but wouldn't it be a nuisance if we 
had to occasionally trade in our skin because 
we had outgrown it? Or had to replace a section 
that wasn’t tough enough? 


Luckily, one skin covers us nicely for life. 


Occidental Change-Easy Insurance is like skin. 
It can grow as the insured grows. It will stretch, 
bend, tighten . . . but always just fit. 


Epidermis or Change-Easy policy—a person 
needs only ONE to cover him for life. 
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We pay Lifetime Renewals...they last as long as you do! 
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Modern Americans plan and plant the seeds for tomorrow's happiness and financial security with life insurance. The 
proposed range of their future activities demands a forward-thinking approach to their life insurance needs and 
versatility in programming. For these reasons more and more Modern Americans turn to Modern Woodmen with its 
personalized counseling and modern application. 
Agents, knowing they represent a progressive and sound organization, put real enthusiasm into their presentations. 
Their efforts are backed by the latest in selling tools—outstanding sales aids, cost-sharing newspaper advertising, 
training schools. For BOTH agents and policyholders who want modern life insurance, it's Modern Woodmen. 


Sell Modern Life Insurance 


Modern Americans 


Want MODERN 
LIFE INSURANCE 
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mee 
$630,000,000 LIFE INSURANCE IN FORCE 





$860,000,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 


MODERN WOODMEN of America 


Sell MODERN WOODMEN 


ASSETS EXCEED $212,000,000 


HOME OFFICE — ROCK ISLAND, ILLINOIS 
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HteNATIONAL UNDERWRITER 


Evans Advises On Inter-Company Harmony 


(CONTINUED FROM PAGE 1) 


are in the keystone position to carry 
on the program of bringing back into 
our great business the inter-company 
relationships which are so seriously 
needed for all of us.” 

Twisting Worse Than Ever 

In his discussion of twisting, Mr. 
Evans said: 

“Never before in the history of our 
business have we been faced with 
such a serious problem of loss of 
business by replacement through the 
efforts of competitive agents, as we 
are confronted with today. We know 
that the so-called minimum deposit 
plan has been a contributing factor, 
but I believe, upon analysis, that you 
will find that the introduction of the 
family plan has had a more telling 
effect upon the wholesale replacement 
especially of smaller benefit policies. 

“Apparently, our state regulatory 
authorities armed, in most instances, 
with strong anti-twisting laws, don’t 
seem to be able to cope with this situa- 
tion in an effective policing manner. 
Nor do our agents’ associations seem 


capable of correcting the situation.” 

As to proselyting, Mr. Evans said: 
“Probably there never have been 
in the history of our business, more 
incidents of direct solicitation of agen- 
cy manpower, both field and home 
office, than have been evident during 
the last five or six years. Here, again, 
we see a very strong force working 
toward irritated relationships between 
companies.” 

Mr. Evans was also critical of the 
companies’ failure to get together on 
the problem of federal income taxation 
of the companies. 

“No well-informed life insurance 
company was unaware that we were 
facing this crisis,” he said. “They had 
all been warned. Yet, through strong 
differences of opinion, influenced 
sometimes by some rather selfish in- 
terests, there was a complete falling 
apart of many segments of our busi- 
ness. 

“Because of the publicity that has 
been given to this subject, there has, 
unfortunately, developed in the minds 














H. P. SKOGLUND, President 





What’s your choice... 


—— 
HeLp in paving the 
way for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
like this appearing 
nationally in Nalac 
markets. : 
It’s one way Nalac’s 
CONFIDENT LIVING* 
‘approach is working to 
assure CONFIDENT 
SELLING for os — 
Complete portfolio 0 
Life tet S&A. Ask for 
Brochure BO-321. 


*Exclusive North American 
service mark 






























Over 
$3, Billion of 
Life Insurance 
in Force, 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 





i I read recently where more than 6 billion paper 
clips are produced each year to help us keep our 
work held together. That’s enough wire, I’m told, 
to circle the earth 16 times. 


You'd think, with all those clips, the common 
office pin would be as extinct as the Dodo bird. 
Not so, however, as many firms such as banks 
and certain government agencies prefer the 
pin to the clip. With pins, they say, there is 
less chance that extra sheets may be picked 
up accidentally. 


All of which goes to show that what you need de- 
pends on the situation you’re faced with. Some- 
times it calls for a c/ip—other times a pin. Choosing 
the right means to meet the exact problem holds 
true in the insurance business too. The amount 
and type of policy a man needs depends on his 
own individual situation. 

~ That’s why at North American Life and Cas- 
ualty we believe there is no ‘‘pre-formed’’ 
insurance program that fits everyone. And why 
a soundly trained insurance counselor, like 
your North American representative, is an im- 
portant man for you to know. He plans an 
insurance program to fit your particular situ- 
ation. If that’s the kind of practical planning 
help you want, why not clip or pin his number 
near your phone? 


NORTH AMERICAN 
Life and. Casualty Company 


H.P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 


pins or clips? 





=t Call on the North American repre. 
sentative in youg 









of many, including the public, an 
impression that this is a battle between 
the mutuals and the stocks, or between 
the ‘giants’ and the smaller companies. 
This is completely erroneous and I am 
sure that most of you understand that 
the differences of opinions on this 
subject can be broken down into prob- 
ably five or six different segments of 
our business and, in no way, can the 
line be drawn between the large and 
the small. 

“T would like to take this opportun- 
ity to salute the great statesmanship 
which has been evidences by several 
of our very large companies in this 
whole disptue. Unfortunately, it would 
appear that final congressional action 
will produce a federal tax bill which 
will place on the life insurance busi- 
ness the largest tax burden in its 
history. 

“Differences of opinion must always 
exist among thinking men and, partic- 
ularly, business leaders. Nevertheless, 
I am sure that the stature of men can 
be measured by their willingness to 
conciliate these differences in a friend- 
ly way and not reduce them to a 
personal equation. For the future good 
of our business, this is vital, for we 
must find ways of resolving all these 
differences and move back together in 
developing a solidarity instead of a 
divided rouse.” 


Bankers Of Neb. 
Dedicates New HO 


The field force of Bankers Life of 
Nebraska commemorated the new 
home office at Lincoln by submitting 
$1,518,000 of business on dedication 
day—May 1—the most business ever 
written in one day. 

Dedication ceremonies were attended 
by trustees, home office staff and 14 
agents and their wives who qualified 
for an all-expense trip to the home 
office. 

A plaque honoring former President 
Howard S. Wilson was erected in the 
lobby, and a wall of fame in the 
agency area of the building was dedi- 
cated. The wall will honor agents who 
have qualified over a three-year per- 
iod and who have been outstanding in 
contributing to the growth of the com- 
pany. Eight agents have qualified so 
far, and their pictures are displayed on 
the wall. 


North Dakota A&H Assn. 


Elects Hanson, Arenstein 


George Hanson, Pioneer Mutual Life, 
Fargo, has been reelected president of 
North Dakota A&H Assn., and Web 
Arenstein, North American L.&C., 
Bismarck, has been named president- 
elect. 

New vice-presidents are Aloys F. 
Lenertz, North American L.&C., Grand 
Forks; Theodore Luedke, State Auto, 
Minot; Otto Harju, Pioneer Mutual, 
Bismarck, and J. P. Stein, New York 
Life, Jamestown. Orie D. Olson, North 
American L.&C., Fargo, was elected 
secretary-treasurer. 

FTC Dismisses Another Complaint 

On request of Southern National of 
Little Rock, Ark., and without opposi- 
tion from Federal Trade Commission 
trial counsel, the FTC dismissed its 
false advertising case against the com- 
pany and set aside its decision of April, 
1955, adopting a cease and desist order 
consented to by Southern National Dis- 
missal was on jurisdictional grounds 
based on the U. S. Supreme Court de- 
cision in the National Casualty and 
American Hopital cases. 
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Balanced Program 
Needed To Sell A 
Full Volume Of Ad&S 


NEW YORK—The agency depart. 
ment must stress a balanced program 
in order to get tne 
field force to sell 
an adequate 
amount of A&sS, 
Vice-President Al- 
fred W. Perkins of 
Union Mutual Life, 
said at the recent 
conference of 
LIAMA in Chicago. 

Union Mutual 
does this through 
training of super- 
visors, managers 
and agents and 
through production awards. In the 
field, the supervisors help the agents 
through their first cases. This puts 
money in the agents’ pockets and ad- 
vances the supervisor to the status of 
an expert in the agent’s eyes. 





Alfred W. Perkins 


Following Company Lead 


“Over the years,” said Mr. Perkins, 
“we have obtained about equal time 
for A&S at our agency conferences, A 
manager or agent will try to follow the 
lead of his company. Show them that 
you are really interested in A&S pro- 
duction, give it more than lip service, 
have top management stress it and 
develop a practical follow-through in 
the field and you will write a reasona- 
ble volume of business.” 

Mr. Perins recalled how the com- 
pany in 1949 had held a series of home 
office and field meetings to determine 
why more A&S business wasn’t being 
written. It was found for instance that 
supervisors weren’t of any help in the 
A&S field, so now they are given 
specialized training in the home office. 
It was found also that managers and 
agents were afraid to sell A&S. This 
has been remedied by having them 
attend home office shcools. 


New Lines Developed 


Particular lines of: coverage have 
been developed and an easily readable 
pamphlet on A&S was distributed to 
the agents and brokers. This has helped 
increase A&S business. 

Special production clubs were begun 
10 years ago and a decided increase 
in new business developed immediate- 
ly. New products were added in 1950 
and to stimulate sale of any new policy, 
the company organized a “non-can 
caravan.” This consists of having teams 
of agency and A&S department people 
introduce the new product. 
from the home office visit the field to 


Life Men In N. Y. Pledge 
$90,000 In Jewish Drive 


Those attending the life insurance 
luncheon of the United Jewish Appeal 
of Greater New York pledged more 
than $90,000. 

Guest of honor was Jack D. Gar- 
funkel, Mutual Benefit, chairman of 
the two previous drives of the life in- 
surance division, which this year 1s 
headed by Samuel D. Rosan, general 
agent of Continental Assurance. 


Marks Presents Plaque 


David Marks Jr., general agent of 
New England Life, last year’s guest of 
honor, presented Mr. Garfunkel 4 
plaque attesting “the esteem and affect- 
ion in which he is held because of his 
contributions to the profession and hu- 
manitarian enterprise.” 
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LIFE INSURANCE EDITION 


Bell Discusses Canada’s A&S Plans 


(CONTINUED 


jn the rural areas of western Canada 
following World War I. By 1949, Sas- 
katchewan, British Columbia and Al- 
perta all had provincial plans and in 
the east, Newfoundland was operating 
its Cottage Hospital Plan on a heavily 
subsidized basis by the province. 
Then, in 1956, the federal govern- 
ment made its offer to assist the 
provinces financially in establishing 
provincial plans for standard hospital 
care and for laboratory and radiologi- 
cal diagnostic services. This offer was 
conditional upon six or more provinces, 
having a majority of the Canadian 
people, being ready to proceed with 
an approved hospital insurance plan. 


Provinces Accept Offer 


British Columbia, Alberta, Saskat- 
chewan, and Newfoundland very 
promptly accepted the federal offer. 
Since they already .were financing 
their own existing plans, the offer of 
financial assistance from the federal 
government was a windfall to them. 

Despite the efforts of both the life 
and casualty companies doing business 
in Canada to bring about a different 
approach, the province of Ontario 
brought a plan into effect Jan. 1, 1959. 
While this plan was being considered, 
Manitoba inaugurated a similar plan 
on July 1, 1958. Nova Scotia com- 
menced its plan on Jan 1, 1959. Cur- 
rently it is anticipated that New Bruns- 
wick and Prince Edward Island will 
commence plans this year, leaving 
Quebec as the only province which has 
not yet made any commitment toward 
a provincial plan. 

While there are differences in these 
plans from province to province, gen- 
erally they provide full standard ward 
care and almost all special services. 
Except for Ontario, all residents are 
covered. In Ontario the plan is com- 
pulsory for persons working for an 
employer with at least 15 employes, 
and voluntary for all other individuals. 
However, according to figures released 
by the Ontario government, 92% of the 
population have enrolled. 


Private Insurers Excluded 


Certainly one reason for this is the 
fact that in Ontario and Manitoba, the 
government assumed exclusive oc- 
tupancy of the basic hospital insurance 
field. Accordingly, it has been provided 
dither by law or regulation that no 
hospital insurance may be obtained, 
up to the public ward ievel, from 
private insurers. Further, the payment 
of benefits under existing private plans 
was prohibited after Jan. 1, 1959, in 
these two provinces. In other words, 
no basic hospital insurance is available 
except from the provincial plans. 

These prohibitions applied not only 
to hospital policies providing benefits 
o a reimbursement basis, but also to 
income protection policies providing an 
additional basic indemnity during per- 
iods of hospital confinement. Further, 
Policies issued ona fully-noncancella- 
ble and guaranteed renewable basis 
Were included. 

_Of the various provincial plans now 
in force, Ontario and Manitoba are the 
only provinces which have specifically 
«xcluded private insurers from the 
public ward area. It is anticipated that 
New Brunswick and Prince Edward 
sland will follow this pattern as well. 

This, then, is the current picture in 
tovincial government hospital plans 
in Canada: 

—Seven provinces have plans in 
fect now and two more will be estab- 
lthed this year. This will mean that 
dost all residents of the common law 
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provinces are covered by government 
plans, leaving only Quebec as an island 
in this sea of government insurance. 

—Two provinces have assumed ex- 
clusive occupancy of the public ward 
area, and it appears likely two more 
provinces will follow this pattern. 

—As yet, the various governments 
in Canada have taken no action to 
extend their activities beyond the pub- 
lic ward level or into the area of 
medical-surgical coverage. 

The private insurers attempted to 
stem the tide of encroachment. Cana- 
dian Life Insurance Officers Assn. and 
All Canada Insurance’ Federation 
agreed that the Life Officers Assn. 
should carry the brunt of this battle. 
Through the A&S committee of the 
association, the government was urged 
to restrict the activity to the areas of 
the indigent and over-age, leaving the 
companies free to continue operating 
in those areas where they had proven 
successful. It was demonstrated, for 
example, that in Ontario over 70% 
of the population already enjoyed some 
hospital coverage provided by insur- 
ance companies and other voluntary 
agencies. Public relations activity, 
such as the William Lougheed report, 
was commenced and financed by the 
Life Officers Assn. in conjunction 
with the Canadian Chamber of Com- 
merce. 


Battle Was Lost 


In spite of these and other activities, 
the battle was lost, but the companies 
learned the validity of the maxim 
“United we stand, divided we fall.” 
We learned that we could not effec- 
tively plead our case where there was 
no voice to speak for the entire indus- 
try. We learned that we could not be 
effective with casualty companies feel- 
ing this was basically a problem for 
the group insurers, and life companies 
sometimes failing to take full cogni- 
zance of the effect on individual in- 
surers. 

Great as the gains in private cover- 
age had been, obviously the people in 
Canada felt the government would do 
a better job. They felt the coverage 
should be broader, the restrictions 
fewer, the age limits higher. We in 
the insurance business hadn’t gone far 
enough, fast enough. 

We found our relationships with the 
medical profession and with the hos- 
pitals weren’t good enough. They were 
supporting the government plans rath- 
er than ours. 

We found that the A&S industry 
hadn’t done enough to convince the 
public of the value of our coverage, 
and perhaps the reputation of our 
business wasn’t good enough. 

Historically and currently in Canada, 
there is no single organization repre- 
senting all companies transacting A&S 
insurance, although most of the com- 
panies belong either to the All Canada 
Insurance Federation, casualty com- 
panies, or Canadian Life Insurance 
Officers Assn., life companies. Several 
major companies in the A&S field, 
however, are not members of either 
association. 


Associations Formed 


In 1953, in an effort to fill this gap, 
these two associations formed a joint 
committee on health insurance. It 
includes representatives of the two 
parent bodies as well as several other 
major companies. 

This committee worked effectively 
on the recent revision of the A&S part 
of our provincial insurance acts and 
also in developing an annual survey 





of voluntary health insurance cover- 
age. However, when the industry was 
faced with the establishment of vari- 
ous provincial government hospital 
plans, it was felt the joint committee 
could not function effectively on this 
problem, due to the complexity of the 
matter and the varying interests of 
different companies. Accordingly, on 
this vital problem there was again no 
single organization which could prop- 
erly represent the interests of all 
companies transacting personal A&S 
insurance, and, as mentioned previous- 
ly, the results were most unsatisfact- 
ory. 

This problem was discussed at length 
at a meeting of the joint committee on 
Jan. 9. The committee held the strong 
view that there was an urgent need 
for an organization which could. speak 
for the entire Canadian A&S industry, 
that it should be a completely inde- 
pendent body primarily concerned 
with Canadian problems, and that its 
aims and objects should be generally 
comparable to those of the Health 
Insurance Assn. Accordingly, the com- 
mittee adopted a resolution recom- 
mending that a new trade association 
be formed to deal with health insur- 
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ance matters in Canada. 

This resolution was subsequently 

approved by Life Officers Assn. and 
All Canada Insurance Federation, and 
both of those associations have dis- 
continued assessing their member 
companies on Canadian A&S premi- 
ums. 
The joint committee has called an 
organization meeting of all interested 
companies for June 11 in Toronto. 
Provisional applications for member- 
ship are being completed and it is 
anticipated that Canadian Health In- 
surance Assn., as the new organization 
is being named, will be formally 
brought into being at the June 11 
organization meeting. 

The companies represented on the 
joint committee on health insurance 
have in force nearly two-thirds of the 
personal A&S insurance in Canada. 
Furthermore, it is confidently expected 
that companies representing most of 
the remainder of the business will 
wish to join the new association. 

The organization of Canadian Health 
Insurance Assn. can be classed, I 
firmly believe, as another major new 
development in Canadian health in- 
surance. 
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You Can Satisfy So Many 
HOSPITALIZATION 


Needs... with these Four 
Great Acco Policies 


New Protector HOSPITAL Policy 


NO limit to the number of days of hospital confinement! Nursing home 
benefits. No cancellation because of health deterioration. Optional 
benefits for in-hospital doctor's calls. High limit benefit for out-patient 
treatment. Surgical schedule includes dental surgery. 


New SENIOR Hospital Policy 


Ninety days room and board benefits. No waiting periods for heart, 
circulatory diseases or cancer except the usual 30 days for sickness. 
Broadened hospital general expense benefit. Surgica! schedule includes 


Protector MAJOR Hospital Policy 


Pays 100% of covered hospital expenses up to $5,000, after a $300 
or $500 deductible. (Expenses incurred within 3 years). Unallocated 
benefits. Also pays doctor fees when surgery is not performed ... and 
75% of the cost of a licensed or graduate nurse. 


IMPAIRED Risk Hospital Policy 


Indemnity limits are 90 days for standard ages and 45 days for senior 
risks (ages 60 to 74) for all accidents and sicknesses other than the SPC 
(Specified Physical Condition). For the pre-existing condition, daily hos- 
pital benefits are paid from 30 to 90 days depending on the impairment. 


PLUS 


These Additional Features: 
1. Level New and Renewal Commissions 
2. Attractive Sales Aid and Mail Programs 
3. Agency Agreement Which Assures Your Ownership of the Business 


For additional information, fill in and mail the coupon 


AMERICAN CASUALTY 


AMERICAN CASUALTY CO., READING, PA. 
Please give me detailed information about the FOUR Acco Hospital programs. 














Add. 
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Predicts Heavy Non-Can, Commercial A&dS Competition 


(CONTINUED FROM PAGE 6) 
standard life insurance some 50 or 
more years ago. I believe it will have 
far-reaching consequences in the next 
decade. I think that practically all 
major companies will be writing A&S 
on a rated basis within 10 years. I 
think we may even know something 
about the validity of our rating sys- 
tems by the end of the coming decade. 
With knowledge will come expansion 
and a much broader and more suc- 
cessful application of the principle of 


subst:indard A&sS. 

During the last 10 years, we have 
watched the invasion of the A&S field 
by a number of large life insurance 
companies. What then is the likelihood 
of more life insurance companies not 
now writing A&S insurance entering 
the field? 

There is only a handful of import- 
ant companies not yet in both indi- 
vidual and group A&S insurance, and 
some of these do write group insur- 


newals with the premiums subject to 
change by class will become more and 
more important in this area. My guess 
that pretty close to 90% of the 
hospital-surgical-medical and major 
medical expense insurance being sold 
10 years from now will be on that 
basis. 

During the past two or three years, 
we've seen the birth of substandard 
A&S insurance. This development can 
be compared with opening up of sub- 
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You can “Roll a Strike” every time with Columbus 
Mutual's Agent's Contract, Induction Program, 
and Sales Packages—because your agents make 
money and you make money with: 


hrc. Commissions on Leading Par and Non-par Policy Contracts. 


( 


Vested Renewals. 

Higher Lifetime Compensation in Service Fees. 
Non-Contributory Pension Plan. 

Free Group Life Insurance. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 


FOR YOU 


Well-balanced General ~ 
Agent’s Contract | 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 









UMB,~ 
3 (OY USS 
MUTUAL'S} 


Agent’s Contract 
Induction Program 
Sales Packages 


AGENCY-BUILDING OPPORTUNITIES in: 


Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 


- COLUMBUS MUTUAL 
Life Insurance Company 


‘Columbus 16, Ohio 
Frederick E. Jones, President Fred C. Adams, Sup’t. of Agents 
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ance. To my mind, there is only one 
valid reason why a life insurang 
company should not enter A&sS, anq 


that reason is financial. There ign; |y 


any question about the cost of taking 
the plunge. The capital investment re. 
quired is substantial, and the greate 
the splash a company wants to make 
the higher the capital investment 
needed. 


A Few Not Going Along 


There may still be a few life jp. 
surance companies which have not en. 
tered A&S because they believe tha 
the conduct of an A&S business yj 
reduce the life production of thej 
field forces and adversely affect the; 
reputations. This theory was once 
widely held, but I think it has been go 
thoroughly disproved by the experj. 
ence of every major company which 
has made the step that it needs no 
further discussion. 


The battle for the medical insyy- 
ance dollar is in full swing. At present, | 


we have three types of hospital, sur- 
gical and medical expense insurance 

-the so-called basic benefits cover. 
age, the major medical approach with 
a substantial deductible and substan. 
tial coverage of large costs above the 
deductible, and the comprehensive 
medical expense benefit with a low 
deductible and a high unallocated 
limit for all expenses, subject to a 
20% or 25% coinsurance. What will 
be the course of these coverages over 
the next 10 years? 

Many of us in the insurance busi- 
ness would like to see less emphasis 
on the first dollar coverages. I don't 
think we’re going to. I think they're 
going to remain as strong as they are 
now, and possibly stronger. I don’t 
know how long this will go on, but I 
suspect that it will go on for very 
nearly another 10 years. I think it 
will go on, because I doubt if we'll 
really have all the answers to the 
major medical and comprehensive 
medical questions in so short a time, 
and because I don’t think we can un- 
sell first dollar coverage in 10 years 
time. 


Major Medical Still Important 


I expect that the major medical 
plans will continue to be important. 
Especially in the field of individual in- 
surance, major medical will probably 
be one of the most rapidly growing 
lines for most of the next 10 years, 
possibly slowing down toward the end 
of the decade. If it slows down, it will 
not be because it is not a good cov- 
erage, but because something even 
better may have come along to take 
its place, and because of the competi- 
tion of group insurance. 

Comprehensive medical expense had 
its birth in group insurance and has 
grown with tremendous energy in 
that field. In the last year or two, a 
handful of companies have been ex- 
perimenting with it in the field of 
individual and family insurance. This 
could be a very interesting show. I 
wonder if anyone really has enough 
knowledge of what its problems are 
to be able to predict whether or not 
comprehensive coverage can survive 
on an individual insurance basis? We 
know that the administrative cost 
problems of major medical underwrit- 
ing and claim handling are very dif- 
ficult. In the field of comprehensive, 
they will almost certainly be even 
more difficult. 

On the group side of the picture, 
the story is different. Here, wee 
promised, I think, a struggle of the 
titans, comprehensive vs major medi- 
cal integrated with a base plan. 

At this point, I’m going way out on 
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a limb and venture a guess as to the 
pasic structure of major medical 10 
years from now. Major medical now 
worships at the altar of two gods— 
jeductible and coinsurance. I predict 
that one of these gods will have lost 
nis priesthood, or a substantial part 
of it, 10 years from now. I suspect 
that the great god coinsurance will 
no longer be so revered when we are 
19 years older. I think he will have 
peen very nearly buried in the field 
of major medical. The line will be 
doing very nicely without him, or a 
free schedule approach will have re- 
placed him. He will survive in the 
field of comprehensive, where he is 
combined with the low deductible. 

Loss of time insurance is to me still 
the most vital, the most necessary and 
most interesting side of A&S insur- 
ance. Here again. we’re going to see a 
continuing battle between individual 
insurance and group insurance, can- 


| cellable and non-cancellable, low limit 


and high limit. 7 

Let’s look for a minute at straight 
accident insurance, once the main- 
stay of all A&S business. Ten years 
ago, accident insurance was still con- 
sidered the most profitable and relia- 
ble line of A&S insurance. Forty, even 
25 years ago, there were dozens of 
companies which wrote nothing else 
and did very nicely. How times have 
changed! 


Accident An Anachronism 


Accident insurance today is almost 
an anachronism. It’s very difficult to 
write it at a profit, no matter how 
favorable the loss ratio. Average 
premiums are low, and lapse ratios 
are high as policyholders drop their 
accident policies to.replace them with 
sund A&S disability policies, both 
cancellable and non-cancellable. 

Ten years from now, I suspect that 
accident insurance will survive, but 
mostly in the special risk market. 

Special risk is now a_ booming 
business in the casualty markets, and 
its not at all unlikely that some of 
the life companies may try to get a 
slice of it too. How successful they 
may be in competing with the casu- 
alty companies for this essentially 
temporary type of coverage remains 
to be seen. 

As to loss of time insurance gen- 
erally, I see no reason why it should 
change in its over-all growth pattern, 
which is slower than we would like, 
but steady. 

The interesting thing which com- 
plicates the future picture is the com- 
petitive jungle ahead. We are, I think, 
entering a critical era for loss of time 
insurance. In the past, long-term non- 
house-confining A&S has been almost 
the exclusive domain of the non- 
cancellable underwriters. Some of the 
companies writing optionally renew- 
able policies are now invading the 
long-term markets, and they will gen- 
erally offer higher limits of indemnity 
than the non-can writers. Non-can 
companies are selling hard in the blue 
collar markets once thought unsuita- 
ble for this prestige product. Today, 
we even have debit non-can! 


Key Man Franchise 


Key man franchise insurance is 
only on the threshold of its potential. 
Association group loss of time is a 
most competitive type. Some _ highly 
Unqualified association group under- 


‘Writers feel that 90% of the legitimate 


market for professional association 
soup has already been filled. I am 
nelined to agree with them. This does 
tot prevent a fierce competition for 
‘hat many underwriters regard as 
“mewhat hazardous and _ dubious 
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markets for association group. Nor 
does it prevent a lively competition 
for excess coverages written on exist- 
ing groups. 

Apparently, there is a fairly sub- 
stantial body of association group un- 
derwriters which is willing to offer 
coverage without regard to the rela- 
tionship between total coverage and 
earnings. As a _ result, members of 
medical associations are often able to 
obtain well over $1,000 a month of as- 
sociation group insurance, some of 
them as much as $2,500 or $3,000. 

In addition, true group insurance 
writers are now getting more and 
and more interested in long-term 
and high-limit loss of time benefits. 
The pattern of $50 a week for 13 
weeks, so satisfactory 10 years ago, is 
now eagerly departed from. I wouldn't 
be at all surprised if group insurance 
policies offering $100 or $200 a week 
for five years or more become com- 
monplace 10 years from now. For- 
tunately, the inherent limitations on 
eligibility for group insurance seem 
to preclude hazardous overinsurance 
in this area. 

Profit In Loss Of Time 


Right now, just about everyone 
seems to be making money out of loss 
of time insurance. The _ association 
group people are happy, the individual 
underwriters are happy, the group 
insurance writers are reasonably hap- 
py and are finding that loss of time 
provides a sponge which can sop up 
some of the tears they’re obliged to 
shed over the hospital and medical 
care coverages. 

I see no particular reason why this 
situation should not continue for the 
next 10 years. Most of the economic 
forecasts indicate that this period will 
be one of enormous growth and fan- 
tastic prosperity. With conditions like 
these it is hard for anyone to lose 
money on loss of time insurance. 

However, should we ever have a 
crash, the wailing and gnashing of 
teeth by the loss of time underwriters 
will fill the air! Association group 
insurance will be the first to ery “un- 
cle,” because this is the area in which 
the greatest overinsurance _ exists. 
Fortunately, these groups can be can- 
celled on fairly short notice, and I 
imagine that many of them would be 
cancelled under depression conditions. 
I should hope and expect that the 
so-called national groups with low 
participation and high limits would 
be the ones to go, while most of the 
local associations would survive. 


Tug-Of-War 


Some of this discussion leads to the 
next major topic, which is the tug- 
of-war between group, individual and 
franchise coverage. This will probably 
involve a subsidiary tug-of-war be- 
tween agents and legislatures. 

The group approach to insuring in- 
dividuals has enormous possibilities. 
The restrictions on it have largely 
been placed there for the protection 
of agents and to prevent unfair dis- 
crimination. Legislatures are getting 
more and more combining of individ- 
ing the application of the group ap- 
proach. 

Group insurance and franchise in- 
surance will be fighting for the new- 
ly authorized groups. There will be 
more and more combining of individ- 
uals into groups; legitimate, illegiti- 
mate, artificial, or fictitious, it matters 
not. The pressure for more insurance 
at lower costs will be mounting every 
year, and the legislatures are going 
to respond to that pressure by au- 
thorizing the group approach for more 
and more applications. 


LIBERTY and FREEDOM 


Ihe Statue of Liberty is an 
important symbol to all 
Americans because it repre- 
sents the freedom which is the 
foundation of our way of life. 
Our Company is proud to use 
it as its trademark. 


Men to remain free must pro- 
vide security for themselves and 
their families and most 
American families have tound 
life insurance to be the best 
way to provide this security. 


Liberty National Life Insurance 
Company is providing a large 
measure of security for many 
families. Over a quarter of a 
billion dollars is held by the 
Company for the protection of 
policyowners. Perhaps this 
financial strength is one of the 
reasons why more and more 
people each year buy their 

life insurance from 

Liberty National. 





LIBERTY NATIONAL LIFE INSURANCE CO. 


Frank P. Samford, President HOME OFFICE: Birmingham, Ala. 














FIFTY 
YEARS OF SERVICE 


] . > 
GREAT SOUTHERN 
Lite Insurance Company 
Founded 1909 
Home Office + Houston. Texas 
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WANT ADS ™ 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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Once in a Lifetime Opportunity 
FOR QUALIFIED 
AGENCY VICE PRESIDENT 


Outstanding ordinary company in the dynamic, Southeastern 
Area wants top production executive with successful record 
as personal producer, general agent, and agency officer. 
Prefer CLU in mid-forties who has lived and worked in the 
South. Liberal departmental budget including a staff of three 
qualified superintendents of your own choosing to carry out 
your plans. A distinctive portfolio with many unique features 
not yet exposed to the public, plus a very unusual field com- 
pensation arrangement. Ample salary, and very attractive 
stock options to the right man. Write to Box G-41, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





OPPORTUNITY 


for 
ATTORNEY 


Large midwestern life company 
offers exceptional opportunity for 
experienced lawyer age 35 to 45 
to join its law department in a 
capacity leading to top executive 
post in department at an early 
date. Salary open. All replies 
confidential. Write Box G-32, c/o 
The National Underwriter Co., 
175 W. Jackson Blvd., 
Chicago 4, Illinois 











UNUSUAL OPPORTUNITY 


Progressive eastern life insurance company, with over a billion 
and a half dollars of !ife insurance in force, has unusual oppor- 
tunity available for a man qualified to train agents and managers 
from home office level. This man should have had successful expe- 
rience in training work both in the field and home office. In addi- 
tion, he should have creditable record of personal production and 
preferably be between 35 and 40 years of age. The wide scope 
of the company's program makes this an excellent position for 
the right man with unlimited opportunities for advancement. 


Replies will be held in strict confidence. Write, giving background 
and experience to Box G-16, c/o The National Underwriter Com- 
pany, 175 W. Jackson Blvd., Chicago 4, Illinois. 


WANTED—OVERSEAS AGENTS 


An old North American Life Insurance Com- 
pany with the largest and most aggressive 
life insurance agency in Europe is offering 
90% district agent’s contracts to a limited 
number of high caliber agents selling to mil- 
itary personnel stationed in Europe. Present 
agents selling up to three million a year. 
Wonderful income tax advantages for those 
who remain overseas 18 months or longer. 
Financing available. For further details send 
complete résumé and photo to Walter J. 
Bush, Overseas Manager, Wilhelm Leuschner 
Strasse 88, Frankfurt/Main, Germany. 








SALES MANAGER FOR 
CALIFORNIA COMPANIES 


Over-all sales manager of a combined life, 
casualty, and fire operation. Our com- 
panies are 10-year-old affiliates of the 
California Farm Bureau with a total pre- 
mium volume of over $8,500,000. 

We need a man who has both a thoroughly 
successful life sales and sales management 
background and solid experience in casu- 
alty and fire. Prefer a college graduate, 
age 40 or under. Write to Box F-92, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














ASSISTANT PUBLIC RELATIONS DIRECTOR 
Position open with one of the larger Mid-South companies. 
No Public Relations experience required but experience in 
Sales Promotion and/or Advertising in the Life Insurance field 
required. Prefer man under 35. Starting salary $500 to $600 
per month depending on background. Send complete résumé. 
Write Box NY-9, c/o The National Underwriter Co., Adver- 
tising Dept., 17 John St., New York 38, N. Y. 


GENERAL AGENCY 


A progressive insurance organization now 
entering Michigan makes available a top 
building Agency contract to men of proven 
sales ability between ages 30-50. A com- 
plete low cost portfolio of Life and A & S 
Insurance Plans to fit the needs of every 
prospect. Furnish complete information and 
photo in first reply which will be treated 
confidentially. Write to Box G-25, c/o The 
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Wayne Heads Slate 
Of N. Y. City Assn. 


NEW YORK-—Stanley R. Wayne 
partner in the Salinger-Wayne agency 
of Mutual Benefi 
Life, has beep 
nominated to hea 
the New York City 
Life Underwriters 
Assn., succeeding 
Charles Anchell. 
New York Life 
Mr. Wayne nov 
is administrative 
vice - president 
The election wil 
take place at the 
June meeting. 

Other nomina. 
ations for officers are administrative 
vice-president, Harry Phillips 3rq, 
Penn Mutual; educational vice-presj- 
dent, Gerard B. Tracy, National Life of 
Vermont; membership vice-president 
Robert I. Curran Jr., partner in the 
Mallon-Curran agency of Massachu- 
setts Mutual; public relations vice. 
president, Alfred S. Howes, Connecti. 
cut Mutual, and treasurer, Gerald q. 
Young, manager Prudential. 

Mr. Phillips is currently membership 
vice-president, Mr. Tracy is public 
relations vice-president, and Mr 
Howes is educational vice-president, 

Tthe following were nominated for 
directors to serve three years: E. K. 
Chapin, Northwestern Mutual; B. A. 
Del Monte, Home Life of New York: 
William Harmelin, supervisor Contin- 
ental Assurance; M. C. Muller, Phoenix 
Mutual; Harry Pincus Jr., Massachvu- 
setts Mutual; Kai Soderman, New York 
Life; Benjamin L. Stern, New England 
Life, and Murray Waldman, associate 
general agent of the Bookstaver agen- 
cy of Security Mutual of Binghamton, 
NEY. 

Chairman of the nominating com- 
mittee is Arthur L. Sullivan, general 
agent Fidelity Mutual, a past president 
of the association. 


INSURANCE AGENCY 
MANAGER 


An excellent opportunity for a young man 35-42 
to ful general agency writing 
mainly automobile. Personality, demonstrated 
managerial ability, insurance background, experi- 
ence in dealing with company executives and sales 
promotion ability necessary. Salary open. Other 
benefits. Please submit photograph, résumé of 
experience, education, other qualifications and 
salary record. Replies treated with confidence. 
Box G-42, c/o The National Underwriter Co., 
175 West Jackson Blvd., Chicago 4, Illinois. 





Stanley R. Wayne 














AVAILABLE 

Top-notch Underwriter in early thirties with col- 
lege degree and LOMA Fellowship desires posi- 
tion with Southeastern or middle Atlantic Life 
company in risk selection and policy issue. Ten 
years experience—now Head Underwriter in Re- 
insurance company. Reply Box G-40, c/o 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, III. 








National Underwriter Co., 175 W. Jack 
Blvd., Chicago 4, III. 














ST. LOUIS AGENCY OPPORTUNITY 


. .. for qualified man with supervisory experience to head established 
agency of large, progressive eastern company in top 2%, of life under- 
writing. Includes all lines of life, S&A, group coverage. Excellent 
financing plan available. If you have field supervisory or managerial 
background and believe you are ready for your own agency, write 
giving complete résumé of your experience. Your reply will be kept 
in strict confidence. Write Box G-43, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


WANTED 


Experienced Ordinary Producers in a number of 
Southern States, with ability to hire and train 
agents. Should have a good working knowledge 
of Estate Planning. We supply contacts. One of 
our supervisors wrote 27 applications for $669,- 
682.00 during the month of April through three 
contacts we supplied. Excellent opportunity for 
high earnings and promotion. All replies held 
strictly confidential. Write Box G-36, c/o The 
National Underwriter Co., 175 W. Jackson Blivd., 
Chicago 4, Ill. 





REGIONAL DIRECTOR 


OF AGENCIES 
Dependable and -capable plus a broad back- 
round of successful experience recruiting, train- 
ing, brokerage and Agency Administration. Pre- 
fer field residence in center of United States. 
Reply Box G-44, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARY, F.S.A. 
Actuarial executive, Life company and pen- 
sion experience. Seeks challenging position 
with top-level potential. Address Box 6-45, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


——— 














AVAILABLE 


Twelve years good experience in all lines of 
insurance. Want job as Fieldman or managing 
General Agency. Age 42, married and family. 
Prefer Michigan, but will relocate. Will furnish 
best of references. Reply Box G-38, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





ACCOUNTANT 
Excellent opening and future for responsible man 
22 to 35 experienced in Life and/or Casually 
Accounting with accredited courses in account 
ing. Good paying position Midwest multiple line 
company. Write Box G-47, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 4, 
Ill., stating qualifications and personal résume. 
—— as 




















May 16, 195 


ls Slate 
- Assn, 


>y R. Wa 
-Wayne agen 
Mutual Benefit 
» has beep 
linated to heag 
New York City 
Underwriters 
1., succeeding 
rles Anchel] 
y York Life 
Wayne noy 
administrative 
e - president. 
election wil 
» place at the 
> meeting, 
ther nomina. 
administrative 
Phillips  3rq, 
lal vice-pregj. 
ational Life of 
vice-president, 
artner in the 
of Massachu- 
elations vice. 
ves, Connecti- 
er, Gerald H. 
itial. 
y membership 
icy is public 
t, and Mr. 
vice-president, 
nominated for 
years: E. K. 
Autual; B. A. 
of New York: 
‘visor Contin- 
uller, Phoenix 
r., Massachu- 
an, New York 
New England 
nan, associate 
kstaver agen- 
' Binghamton, 


inating com- 
ivan, general 
past president 





IENCY 
g 


oung man 35-42 
agency writing 
demonstrated 
kground, experi- 
cutives and sales 
iry open. Other 
aph, résumé of 
alifications and 
vith confidence. 
Inderwriter Co., 
oO 4, Illinois. 


hirties with col- 
ip desires posi- 
e Atlantic Life 
olicy issue. Ten 
lerwriter in Re- 
G-40, c/o The 
_ Jackson Blvd., 








CTOR 
S 


2 broad back- 
»cruiting, frain- 
inistration. Pre- 
United States. 


al Underwriter 
go 4, Ill. 

A. 

any and pen- 
ging position 
ass Box G-45, 
Co., 175 W. 
a 


El 








sponsible man 
d/or Casualty 
es in account 
+ multiple line 
» National Un- 
d., Chicago 4, 
rsonal résumé. 
ST 











x 


LIFE INSURANCE EDITION 


Stages Debate On Variable Annuities 


(CONTINUED FROM PAGE 13) 


now it is Prudential’s policy not to 
take a variable annuity pay-in periods 
for anything less than 15 years. 

Although not mentioned by either 
speaker, a base limit of 15 years on 
pay-in periods would, should variable 
annuity legislation pass in New Jersey, 
preclude the possibility of speculators 
using this form of investment to 
make a fast dollar in the stock market 
by jumping in and out of annuity pro- 
grams at will. 

During the question and answer 
period, a large portion of the ques- 
tions were directed to Mr. Congleton, 
one of which asked how it was possi- 
ble to build into a variable annuity 
contract the guaranteed floor concept. 


Stock Vs Mutual Companies 


Mr. Congleton said that it certainly 
was possible to build in a minimum 
guarantee, however, it would be easier 
for a stock company to do so because 
it could and might use stockholders’ 
assets. This would not be the case in 
mutual companies, obviously, he said. 

Mr. Congleton also answered “yes” 
to the question, would Prudential, 
supposing legislation permitted, write 
variable annuities in groups? 

Another question directed to Mr. 
Congleton was, “Would passage of var- 
iable annuity legislation in New Jersey 
lead eventually to variable life insur- 
ance?” 

Mr. Congleton said that Prudential 
was “against it.” 

In summing up the more practical 
considerations, Mr. Odell said, “The 
life insurance business today enjoys 
an unrivaled position for financial in- 
tegrity. Even during the depths of the 
great depression, when so many other 
financial institutions were forced to 
close their doors, the life insurance 
companies were able to meet their 
obligations, almost without exception, 
100 cents on the dollar. Our contracts 
are identified in the public mind with 
safety and certainty of payment. The 
Institute of Life Insurance has ad- 
vertised for years the slogan, ‘When 
someone is counting on you—you can 
count on life insurance.’ Here, for the 
first time, it is being proposed that 
the life companies sell to the public 
contracts under which, essentially, all 


INSURANCE 
OPPORTUNITIES 
NATIONAL COVERAGE 


© We offer nationwide coverage for the 
Insurance Man who is seeking the 
best in opportunity. 


¢ We give our applicants prompt, con- 
fidential service. Every candidate for 
a new position is given INDIVIDUAL 
attention. 

© We tailor our activity to individual 
requirements. Our client companies 
rely on us for discriminating selec- 
tion and screening. 

CALL WIRE WRITE 


In Complete Confidence to: 


H. J. Roberts 
Insurance Executive Consultant 


CADILLAC ASSOCIATES, INC. 
29 E. Madison Building Financial 6-9400 
Chicago 2, Illinois 
“Where More Executives 
Find Their Positions Than 
Anywhere in the World.” 








of the risk is being shifted to the pur- 
chaser. 

“Will the average person understand 
this basic difference? I doubt it very 
much. I think that a great many peo- 
ple believe that by purchasing variable 
annuities from a life insurance com- 
pany and through a life insurance 
agent, that they are somehow, some 
way eliminating just about all of the 
risk from investing in common stocks. 
There are bound to be times when 
payments from a variable annuity 
would be less than expected—some- 
times substantially less. It is then that 
the public confidence in our business 
would be shaken.” 

Mr. Congleton said that agents, 
when the opportunity presents itself, 
should be very selective about whom 
they sell variable annuities to. “We 
don’t think for a minute that every- 
body should buy variable annuities. 
Any person selling these should, at 
the same time, have in his portfolio 
the fixed-dollar types of insurance.” 


Colonial Life Names 
Fiquet Vice-President 
Of Ordinary Agencies 


W. Thomas Fiquet, former senior 
consultant of LIAMA’s company rela- 


\ 


W. Thomas Fiquet 


Robert L. Baer 


tions division, has been elected vice- 
president, ordinary agencies, of Colo- 
nial Life. In other elections, Robert 
L. Baer becomes 2nd vice-president, 
combination agencies department; 
Ralph G. Swail is named associate 
actuary, and Leslie F. Kroeger is ap- 
pointed agency secretary. 

Mr. Fiquet began his life insurance 
career with Prudential at Kansas City. 
Mr. Baer entered the life field as a 
Colonial agent at Pottstown, Pa., in 
1941. He has been manager at New- 
ark, Perth Amboy and Elizabeth. He 
joined the home office in 1946 as ad- 
ministrative assistant and became as- 
sistant agency vice-president in 1954. 

Mr. Swail has been assistant actu- 
ary, group, since July, and before that 
was with Western Life of Canada and 
Great West Life. He is a fellow of 
Society of Actuaries. Mr. Kroeger 
joined Colonial as an agent in 1933 
and became administrative assistant 
in 1947. 


Prudential Revises Group 


Hospital Expense Rates 

Prudential has revised its rates on 
new group hospital expense coverage. 
The revision, an average increase of 
11%, varies from a slight decrease in 
rates at the very high levels of daily 
room-and-board benefits to a 17% in- 
crease at low levels. 

Existing groups will not be immedi- 
ately affected by the new scale, but will 
be reviewed according to their experi- 
ance records when renewal dates are 
reached. No change is being made in 
rates for other group medical care cov- 
erages. 
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training facilities, sales aids, and policy service 

extraordinary . .. PLUS the security of: 

e Attractive agency contracts with liberal 
renewals. 

¢ Lifetime service fees! 

¢ Retirement Income Plan 

¢ Group Life Insurance 

e Major Medical Disability Plan 
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FteNATIONAL UNDERWRITER 


HOLUA Elects Earl MacRae President 


(CONTINUED FROM PAGE 4) 


1. Limit insurance to individuals in 


circumstances where a proper insur- 
able interest exists. 

2. With the mortality level of the 
main insurance-buying ages down, 


companies cannot afford elaborate un- 
derwriting methods for either indus- 
trial or ordinary insurance applications 
to avoid insuring improper risks. 
Methods must become more stream- 
lined and efficient; otherwise the cost 
of delivering insurance to the insur- 
able public will become an increasingly 
higher proportion of claims paid. Com- 
panies must rely upon the agents’ 
findings and recommendation for un- 
derwriting small policies. 

3. Past experience and common 
sense tell the long-range requirements 
if nonmedical underwriting is to con- 
tinue to be done successfully. Studies 
show that the public, by and large, 
may be trusted to give proper under- 
writing information on a non-medical 
application. At the usual non-medical 
ages and amounts, companies experi- 
ence only a limited extra mortality 


cost because of some few individuals 
with impairments which the applicants 
didn’t know existed. 

A trend to cut inspection costs, equal 
in momentum to recent trends toward 
limits for use of one examination, 
“should be viewed with a_ certain 
amount of suspicion,” John R. Pullman, 
assistant secretary of Occidental Life 
of California, warned. “What might be 
saved today in expense dollars could 
be paid out tomorrow tenfold in 
mortality dollars. Thorough, well- 
tested surveys should be made before 
any of these cost-saving utopias are 
adopted.” 

Mr. Pullman reported that a survey 
of 60 companies showed that two- 
thirds do not require inspection re- 
ports on smaller policies. Ten or 15 
years ago, he said, it would have been 
nearly impossible to find any company 
that did not order inspections across 
the board. 

“Inspections are needed as a check 
—a check to the statements of the 
applicant and the agent, and some- 
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times even the findings of the doctor,” 
he declared. 

Life companies subject applications 
to financial screening which goes be- 
yond mere ability to pay premiums; 
however, older screening methods are 
gradually being abandoned without be- 
ing replaced by any promising substi- 
tutes, Douglas T. Weir, underwriting 
executive of North American Life of 
Canada, explained. He said there is an 
obvious need for a new analysis related 
to finanacial selection, and he suggested 
that this be undertaken by HOLUA. 
An alternative approach might be to 
ask the Society of Actuaries committee 
on mortality to undertake the study. 

“Unless such a study is done, much 
uneasiness will continue,” he said. “If 
the old tests are outmoded and the 
current liberal writings are carrying 
with them no danger as far as can be 
told, a great many sighs of relief will 
be heard and some unnecessary re- 
straints will be discarded by many of 
us. 

“On the other hand, if danger is 
rearing its head, as so many spokesmen 
have prophesied, a realization of this 
is imperative.” 

Standard coverage is now available 
for some kinds of flying, but a problem 
arises when an applicant engages in 
several kinds of flying, one of which 
may not be eligible for standard in- 
surance. This and other problems in 
aviation insurance were reported by 
Frank H. David, assistant actuary of 
Prudential. 

He cited the scheduled airline pilot 
who also flies in the reserves. A 
scheduled airline pilot is generally 
accepted at standard rates, but mili- 
tary pilots, because of the added risk, 
pay an extra premium. 

“To meet this situation, some com- 
panies have developed a special clause 
which restricts coverage only for 
military flying. Others have felt this 
sort of situation is too rare to warrant 
the trouble and expense involved in a 
special clause.” 

The most immediate aviation under- 
writing problem of the future, Mr. 
David said, is the introduction of jet 
planes on scheduled airlines, although 
he added that ‘on the whole I do not 
believe that the excellent safety record 
of the airlines will be seriously dis- 
turbed.” Congestion of the air is a 
problem that is aggravated by the 
great speed of the jets, and collisions 
have caused several tragic crashes in 
recent years. Many near-collisions have 
been reported. The new Federal Avia- 
tion Agency is now working at co- 
ordinating civilian and military flights 
to solve the problem. 


Policies For Outer Space 


Mr. David mentioned also that life 
companies are already being queried 
about policies for outer space. ‘Last 
month the papers carried the story of 
the seven ‘astronauts’—seven military 
pilots who were picked for special 
training for space flight. If all goes 
well, about two years from now one of 
them will climb into a capsule and be 
propelled into orbit around the earth.” 

He said that while he didn’t think 
that a company could issue a “space” 
policy now without aviation restric- 
tions. any policy issued in the past 
without aviation restrictions would be 
valid for space travel. 

More than 30 companies are engaged 
in offshore oil operations in the Gulf 
of Mexico, where there are reserves 
of up to 30 billion barrels of oil and 
240 trillion cubic feet of natural gas, 
according to Earl C. Rothlein, senior 
underwriting research analyst Pru- 
dential. 

Operations are usually within 30 miles 
of shore, but the outside range is near- 
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ly 60 miles, in water depths of 135 to 
140 feet. 


Unlike land operations, offshore 
drilling sometimes makes for tight 
operating quarters. This, and the 


transfer of heavy materials from tenq. 
ers, has a way of magnifying safety 
problems. But, Mr. Rothlein said, pe. 
cause the crews are hand-picked high. 
ly-paid skilled workers, the chance of 
careless accdents is considerably re. 
duced. Some crews have set unusual 
safety records. There are _ weather 
hazards and the danger of fire. Tp 
avoid danger, 24-hour weather infor. 
mation is maintained. Some rigs are 
constructed to withstand very high 
winds and waves. 

Despite the extent of offshore oper. 
ations in the past few years and some 
severe Gulf hurricanes, available jp. 
formation shows that accidents and 
fatalities have not been numeroys 
Mr. Rothlein said. : 
Death Rate Higher Than British 

Young Americans are way ahead of 
young Englishmen in one grim respect 
—their death rate is significantly high- 
er, mostly because of motor vehicle 
accidents. This was disclosed by Jules 
V. Quint, supervisor of occupational 
and accident statistics of Metropolitan 
Life, who reviewed a_ newly-issued 
report by the Registrar General of 
England and Wales for 1949-1953. The 
report showed that between the ages 
of 20 to 24, mortality among U.S. white 
males was nearly one-third greater 
than that for Englishmen; in contrast, 
20 years earlier the mortality rate of 
young Americans was 3% less than for 
young Englishment; the change re- 
sulted mostly from a sharp increase in 
motor vehicle deaths in the USS. 

Speakers Monday afternoon were 
Paul H. C. Haggard, Phoenix Mutual: 
Richard P. Peterson, Bankers Life of 
Iowa; and J. Henry Smith, Equitable 
Society. 

A panel discussion on debit under- 
writing procedures took place Tuesday. 
Riley B. Carter, Peoples Life, was 
moderator, and participants were Paul 
E. Choate, National L.&A.; John B. 
Ensor, Monumental Life; and W. R. 
Nelson, Prudential. 

Speaking at the occupational session 
Wednesday were Dr. Robert H. Flinn, 
U. S. Public Health Service, “Preva- 
lence of Silicosis in the U.S.; “Chester 
F. Barney, American United, “Auto- 
mobile Racing Drivers;” and Col. Reuel 
C. Stratton, Travelers, ‘Nuclear En- 


ergy.” 


Sun, Canada, Runs 5-Day 
Meeting For Star Agents 


More than 100 qualifying agents of 
Sun Life of Canada from all parts of 
North America have just completed a 
five-day educational conference held at 
St. Adele in Quebec’s Laurentian 
Mountains. Among the highlights of the 
business trip was a day’s visit to the 
home office building in Montreal, where 
the delegates were addressed by George 
W. Bourke, president, and where they 
toured several departments and wit- 
nessed the operations of Sun Life’s 
new Univac II electronic computer. 


Equitable Life Of lowa Has Gains 

New paid ordinary insurance for 
Equitable Life of Iowa during the first 
four months of 1959 totaled $61,593,247, 
the largest first four months ever and 
9.3% over the corresponding period of 
1958. 

Production for April amounted 
$14,468,848, an increase of 17.5% over 
the corresponding month in 1958. Life 
in force at the end of April increased 
to $1,662,435,738. The R. L. Boyd, aget- 
cy of Kokomo led all agencies. 
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contentment, self-confidence, and a 
complete absorption in career life un- 
derwriting, George Pease, editor, Equi- 
table of Iowa, pointed out. Many 
universities now have courses in indus- 
trial journalism and from them will 
come the life insurance editors of 
tomorrow, he said. 

Using numerous examples taken 
from current magazines, Harold Styers, 
vice-president Home Security Life, 
illustrated how advertising messages 
can be conveyed effectively to the 
reader by short, simple copy and at- 
tractive layouts. The best job is done 
in communications when the agency 
man and sales promotion man get 
together and work as a team, he said. 

Robert B. Lancaster, editor and 
assistant secretary, Life of Virginia, 
becomes chairman of Southern Round 
Table, advancing from vice-chairman. 
Clay Alexander, Lamar Life, was 
elevated from secretary to vice-chair- 
man, and William Page, Great Ameri- 
can Reserve, was elected secretary. 


Lancaster Is Chairman 


Mr. Lancaster has been a member 
of LAA since 1946 and started up 
the round table official ladder as 
secretary in 1957. He started with his 
company as a debit agent in Wash- 
ington, D. C., serving successively as 
traveling auditor, editor of the home 
office publication, purchasing agent, 
director of publicity and advertising 
assistant, and director of sales pro- 
motion prior to his present position. 

Graduating from Randolph-Macon 
College in 1928, Mr. Lancaster has 
been associated with Life of Virginia 
continuously since with the exception 
of four years service in the finance 
department of the army in world war 
II. 

The nominating committee report 
was given by Marion L. Davis, Provi- 
dent Life & Accident. 

The desirability of having high, but 
realistic goals, was emphasized by 
Guilford Dudley, Jr., president of Life 
& Casualty, in a fine inspirational 
talk at the annual president’s dinner. 
Public relations men of the life in- 
surance companies have done a splen- 
did job, but there still is a long way 
to go in presenting our case to the 
public, he said. 

Life insurance enjoys a position of 
leadership, and because of this, small 
and petty voices will always be raised 
against it as a penalty of that leader- 
ship, he declared. 


‘Hot Ideas’ Session 


A traditional “hot ideas” session on 
motivation through the various media 
of direct mail, newspapers, magazines, 
radio and TV and billboards was one of 
the program highlights. Participating 
were Hal R. Marsh, Jefferson Standard; 
Jules F. Peytral, III, Pan-American; 
H. E. Nelson Life & Casualty; Powell 
Stamper, National Life & Accident; 
William Sexton, Great Southern, and 
J.C. Leavill, Guaranty Savings, who 
commented on their companies’ experi- 
ences in these different fields. 

The speaker at the 30th anniversary 
luncheon was Edwin P. Leader, Bank- 
ets Life of Iowa, president Life Insur- 
ance Advertisers Assn. The advertising 
and publications man is constantly 
faced with the challenge of doing 
things in the best way he knows how 
and he must live up to this challenge, 
Mr. Leader asserted, by getting his 
ib done to the best of his ability. 

Certificates were awarded to the 
‘rmer chairmen of the round table, 
8 of whom were present. Charles C. 
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Southern Round Table Has Best Turnout 
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Fleming, Life of Virginia, chairman 
in 1934, was the earliest chairman 
present, and responded for the group. 
A large birthday cake with 30 candles 
graced the speakers’ table for the oc- 
casion and J. C. Leavell, Guaranty 
Savings, immediate past chairman, led 
in the signing of “Dixie.” 

Life of Georgia was host at a “breeze 
session” and dinner the night prior to 
the opening of the meeting at Pied- 
mont Dining Club. On hand from the 
home office to welcome guests were 
Cody Laird, executive vice-president; 
A. B. Richardson, vice-president, and 
H. K. Rickenbacker Jr., public relations 
assistant. 

The meeting was called to order by 
Round Table chairman. Robert B. Lan- 
caster, Life of Virginia, vice-chairman, 
presided at the opening session. 

Edgar J. Forio, senior vice-president 
of the Coca-Cola company, closed the 
meeting with a talk on “The Philoso- 
phy Behind Public Relations” at the 
farewell luncheon. 


Controversial Group 
Credit Bill In II. 


The Illinois senate insurance commit- 
tee has reported “do pass” a bill that 
has aroused a number of the domestic 
life companies and the state’s life 
agents’ associations. 

The bill has to do with group credit 
cover, and the main objections seem to 
be on the limits, the possible diversion 
of the market for mortgage insurance 
from the individual agents to the 
lending institutions, and the fact that 
the cover would be given a group in- 
surance designation while retaining the 
right for the writing company to de- 
mand evidence of insurability in each 
case. 

The bill asks for a $40,000 limit on 
group credit cover where it is now $10,- 
000 and would extend the length of 
term of indebtedness from the present 
20 to 30 years. Also, it would lower from 
the present minimum of 100 to 10. Un- 
der the Illinois code the individual 
maximum is $40,000 of group term in 
employer-employe situations, if com- 
pensation exceeds $26,666. The new bill 
would permit this $40,000 total plus as 
many debtor coverages as the individu- 
al could create with a $40,000 ceiling 
on each, plus as many double dollar 
accounts with a $10,000 limit on each 
which the individual could create, thus 
permitting a virtually unlimited total, 
say officials of Illinois Assn. of Life 
Underwriters. 

Proponents of the bill point out that 
in the Illinois code under the employer- 
employe section there is already pro- 
vision for evidence of insurability on 
group life cover, as there is also in the 
NAIC model bill on group credit life. 
It is merely an underwriting safeguard. 

As to any loss of markets, those 
favoring the bill say its passage would 
have no direct effect on sales methods 
of any company. The market may ex- 
pand, but the cover will still be sold 
through licensed agents and brokers. 
And raising the dollar limits is regarded 
merely as recognition of the increased 
cost of everything today. 

It is also pointed out that by lowering 
the minimum of entrants from 100 to 10 
persons, more lending institutions 
throughout Illinois will be able to make 
more mortgage insurance available. At 
that, it is noted, even 10 entrants can 
produce a sizeable total which could be 
covered by insurance. Today, mort- 
gages, like everything else, are consid- 
erably larger than just a few years ago. 


N. E. Area Managers 
Note Challenges 


(CONTINUED FROM PAGE 2) 
managers and general agents remind- 
ed of the desirability of keeping con- 
stantly after the recruiting problem. 
He said it often happens that an 
agency does a fine job one year and 
then not very much for the next 
couple of years. Probably this is be- 
cause the expenses involved in the 
big year impels retrenchment after- 
ward until such time as the home 
office puts on pressure or the agency 
head himself realizes he needs more 
men. 


Recruiting No Easier 


The recruiting job is not going to 
get any easier, Mr. Zimmerman indi- 
cated. The business is going to need 
an ever better selected, better edu- 
cated, better trained and more deter- 
mined corps of agents than in the 
past. This is so, he said, because: 

1. The competition for the consumer 
dollar is getting keener. 

2. The agent is dealing with a bet- 
ter educated public. This makes the 
agent’s job tougher, though in some 
other ways it makes it easier for the 
agent with the right kind of know- 
ledge and skills. 

3. The life insurance business is be- 
coming much more complex because 
the agent has to sell his product on 
top of social security and group. 

4. Competition for manpower will 
be keener, because of the expanding 
economy and the reduced birth-rate 
of the 1930s that is showing up now in 
young people who are getting into the 
substantial buyer class. 

5. Other lines of business are doing 
a better job than before in providing 
not merely financial rewards but job 
satisfaction. TV is touted for its edu- 
cational value. Refrigerators are sold 
as safeguards to health. Salesmen in 
these and other lines are given rea- 
sons for taking pride in their jobs. 

What part should the home office 
play in meeting these challenges of the 
future? Mr. Zimmerman asked. He of- 
fered these suggestions: 

1. Select good managers and general 
agents. “If the bottom half of ours 
were as good as the top half—and I 
don’t mean just in production—we’d 
be on our way,” he said, then added 
with a smile, “If the bottom 75% 
were as good as the top 25%, we’d be 
challenging the Metropolitan.” 


Head Off ‘Sucker Bets’ 


2. Help managers select the best 
possible agents—not by substituting 
home office judgment but by warning 
them against “sucker bets” and by 
keeping the managers reminded of 
the need for continuous recruiting, 
thereby avoiding sporadic pressure 
that results in “desperation recruit- 
ing.” 

3. Bring in agents to home office 
schools—but this is mainly a shot in 
the arm rather than a basic proce- 
dure. 

4. Provide better sales tools, infor- 
mation and ideas but only up to a 
certain point. Giving the men better 
sales skills is up to the manager. Mr. 
Zimmerman said he has been in the 
home office long enough now to get 
played back to him some of what he 
used to play to the home office, such 
as demanding sales ideas. However, he 
said, the only way to learn to sell is 
to sell, just like the surgeon who, no 
matter how much schooling he may 
have had, can only learn surgery by 
actually performing operations. 

Finally, said Mr. Zimmerman, home 
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Coakley Nominated 
To Be On MDRT 


(CONTINUED FROM PAGE 1) 
nominated for re-election. , 

The election will take place during 
the annual meeting ofthe Round Table, 
June 21-25 at the Americana Hotel, 
Bal Harbour, Fla. 

Mr. Albritton went into life insur- 
ance selling in Chicago with Provident 
Mutual Life in 1935, the year he 
graduated from Northwestern Univer- 
sity. He was also an agent of Provident 
Mutual in Philadelphia, while taking 
graduate work in insurance at the 
Wharton School of the University of 
Pennsylvania, where he received his 
degree in 1937. He received the CLU 
designation in 1947. 

After three years as field training 
supervisor with Minnesota Mutual Life 
in Minneapolis and Los Angeles, Mr. 
Albritton rejoined Provident Mutual 
as an agent in Westwood Village, Los 
Angeles, in 1940. He first qualified for 
the 1948 Million Dollar Round Table 
and has never missed qualifying since 
then. 

Mr. Albritton is a past president and 
now national committeeman of the 
Santa Monica Bay Area Life Under- 
writers Assn. He is a former director 
of the Los Angeles CLU chapter and 
served as chairman of the local CLU 
estate planners day put on in coopera- 
tion with the UCLA School of Business 
Administration and has served as ‘a 
lecturer on life insurance at the school. 
He is a past president of the Los 
Angeles Life Insurance & Trust Coun- 
cil and of the Junior Chamber of Com- 
merce and the Kiwanis Club of West- 
wood Village. 

Mr. Coakley, a graduate of Holy 
Cross College and Boston University 
Law School, practiced law in Boston 
from 1935 to 1943, and before that was 
with the New York Telephone Co. for 
two years at Woodside, N. Y. He 
entered life insurance selling with New 
York Life at Boston in 1946, after World 
War II service in the coast guard. He 
has been a member of New York Life’s 
Top Clubs continuously since 1946, 
serving as the clubs’ president in 1957. 
He served as a director of the Boston 
Life Underwriters Assn. 1957-58. 

A qualifying and life member of the 
Million Dollar Round Table, Mr. Coak- 
ley has been on various Round Table 
programs and has served on the pro- 
gram, room-hopping, reception and 
registration committees. He is a fre- 
quent speaker before local life under- 
writers associations and sales congress- 
es. He served on the board of govern- 
ment of the Catholic Alumni Sodality. 

Serving with Mr. Davidson on the 
nominating committee were Warren 
F. Coe, Penn Mutual Life, Oshkosh, 
Wis., Howard D. Goldman, Northwest- 
ern Mutual Life, Richmond, Va., Ed- 
ward J. Mintz, New York Life, Salinas, 
Cal., and Chairman Smith of the 1959 
Round Table. 


DANIEL J. WALSH, 51, president of 
Home Life of Philadelphia, died. He 
became president of Home Life in 1943, 
succeeding his father, the late Basil L. 
Walsh, who held the post for 31 years. 
Daniel Walsh was also president of 
Daniel J. Walsh & Sons, a general 
agency founded by his grandfather in 
1880, and of Home Protective Co. and 
Mutual Guarantee Building & Loan 
Assn. 





offices have a great and growing re- 
sponsibility for better communica- 
tions. Failure in this area can be 
fatal. The home offices should initiate 
and encourage communications from 
the field. 











A statement on “SOUND MONEY and JOBS” 


from New England Life’s Annual Report for 1958 


An era ended in 1958 


America’s position in the world has entered 
a new phase and with it the battle for sound 
money has taken on a different aspect. 

Let us examine what has happened. The war 
ruined the productive capacity and finances of the 


industrial nations of Western Europe and of 


Japan. As a result, the United States was in a 
unique position. We, and only we, had the facili- 
ties to supply the machinery, equipment and 
much of the capital that the non-communist 
nations needed so desperately. The dollar was in- 
disputably the anchor currency of the world. 

In 1958, however, signs became unmistakable 
that the United States was no longer in a 
sheltered position in international trade and 
finance. No longer were other nations forced to 
turn to us for the goods they needed, regardless 
of our costs and prices, because we were the only 
country that could supply them. By 1958, 
Western Europe and Japan had largely recovered 
and for the most part had restored their curren- 
cies. They were able to compete aggressively 
against us with lower prices in a long list of items. 

One example shows the trend. In 1958 some 
375,000 Americans purchased foreign automo- 
biles in preference to American cars, an increase 
of about 270,000 in two years. In the same period 
exports of American cars dropped to 110,000, 
a loss of nearly 80,000. How many jobs did this 
shift of 350,000 cars — 270,000 more imported, 
80,000 fewer exported — cost Detroit and the 
assembly plants throughout the nation? 

During America’s sheltered period before 
Europe had recovered, we could absorb our in- 
flation of costs and prices and still have high em- 
ployment with few ill effects other than a gradual 
rise in the cost of living. What did it matter if we 
pushed up wages faster than we could improve 
our productive skills? What did it matter if we 
turned more and more to Federal and _ local 
governments for subsidies and increased spend- 
ing? Or if, as a consequence, our taxes kept 
going up? What did it matter if, when we found 
we were spending more than we were earning, we 
artificially created new money so that we could 
borrow it? 

By these practices we put our economy on stilts. 


. Last year we discovered that other nations could 


get in underneath us and invade not only foreign 
markets we had thought were ours but the Ameri- 


can market as well. We had priced ourselves out of 


a lot of business and a lot of jobs. 

Faced with the spread between high American 
and low foreign costs, faced with aggressive and 
skillful competition, can our country continue 
to threaten American jobs by raising our costs 
still higher? 

Surely we can procrastinate no longer in com- 
ing to grips with basic issues. Procrastination 
would not only be folly, it could be suicidal. 

First, we must restore confidence in the sound- 
ness of the dollar. It is already weakened, and 
could be destroyed. Our country has been going 
on the theory that the way to maintain prosperity 
is for the government to spend more money. Yet 
what nation, in all history, has ever spent itself 
rich? We must therefore not only balance the 
budget, we must have budget surpluses in pros- 
perous times. 

Finally, we must recognize that the resurgence 
of international competition and our necessity of 
having the means to buy elsewhere essent‘al 
materials we now lack have put America at the 
crossroads. The stake now is not whether we can 
tolerate creeping inflation, be it caused by big 
government, by big business or by big labor. 
Wherever the blame may lie, inflation must be 
stopped, for what is at stake from now on is jobs 
and the dollar itself as the symbol of America’s 
economic and moral strength. 











OTHER HIGHLIGHTS FROM 
OUR ANNUAL REPORT 


* Average size, new individual policy 
— $10,434 


* New Life Insurance Issued — 


$931 million 


* Total Life Insurance in Force — 
$6.1 billion 

* Net Interest Earned from All In- 
vestments — 3.97%. (After expenses 
but before taxes) 


* Net Interest Earned from New In- 
vestments in 1958 — 4.97% 


* Total Resources — $2 billion, 
24 million (A gain of $148 million) 


* Obligations — $1 billion, 880 


million 


* Unassigned Surplus — $143 
million (Not including two Security 
Fluctuation Reserves totalling $79 
million) 


TEN YEAR COMPARISONS 
Reflecting Company Growth 


1958 Income — $270 million — up 
103% over 1948 


1958 Operational Savings — $40.2 
million — up 103% over 1948 


1958 Dividends Apportioned — $33.3 
million — up 141% over 1948 
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NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1835 











The above statement has been published nationally, in newspapers, as a public service 
to life insurance policyholders and the general public 
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